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BANKING-BY-MAIL: Its results can be surprising (See page 28) 


This Month: 


CREDIT THAT BUILDS FARMS by T. J. Cottingham 
A WORKING MANUAL ON BANK COSTS by Clarence H. Lichtieldt 


CURRENT TRENDS IN BANK-BY-MAIL SERVICE by W. Kendall Brown 


VERSITY OF 
~MICHIGAN 
GENERAL LIBRARY 
ANN ARBOR MICH. ~ 34 




















Pension Plans for 
Banks and Corporations 






Foreign Bureau 








Publicity 
and Public Relations 





Library Service 












Bond 
Portfolio Analysis 


loan 
Collection Methods 







Safekeeping Facilities 














Mechanization Survey of 
of Operations Operating Procedures 





Corporate Trust Advice 













Credit 
Appraisal Methods 


Modernization of 
Bank Buildings 






Tox Advice 


Here’s your KEY 


to ALL these services 





problems. Rather, we have various facilities and 
services—as listed above—which are available 
to correspondent banks through an experienced 
staff of specialists. 

Each of these specialists is available for con- 
sultation on specific bank operating or manage- 
ment problems. Your correspondent bank re- 


Our services to correspondent banks lationship with us is the only key needed to 

are based on a “‘what-can-we-do-for- these services. 

you” attitude. We hope you will feel free to inquire regarding 
We don’t pretend to have ready- these services—or any other ways in which we 

made answers to every one of your may serve you. 


MELLON NATIONAL BANK 
AND TRUST COMPANY 


PITTSBURGH 30, PENNSYLVANIA 


Member Federa! Deposit Insurance Corporation 
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Post-Meeting Report 

Sirs: We are enclosing a copy of the 
post-meeting report of our annual meet- 
ing. This was addressed to shareholders 
by President Wiley R. Reynolds, Jr., and 


aS 














POST MEETING REPORT 


mst ui oa 














covered such matters as attendance at 
the meeting, the election of directors, the 
subsequent election of officers, and recent 
developments in the bank’s business. 

It is our opinion that this is the first 
post-meeting report issued by any bank 
in the Southeast. 

R. E. Conn, Vice President, 
First National Bank, 
Palm Beach, Florida 
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The Little Man 


Sirs: The article, “Bankers Trust Goes 
Retail,” by S. Sloan Colt in your Feb- 
ruary issue is a very fine article, showing 
the vision of one of America’s great in- 
stitutions. 

The day has arrived when the operat- 
ing heads of our largest and smallest 
financial institutions have accepted a 
fact that Christmas Club, A Corporation, 
has advanced for many years, namely, 
that people are more important than 
money. In this fast-moving era of civili- 
zation the little man is becoming the best 
potential customer for all the services 
that financial institutions offer. 

Rita E. RAWLL, Vice President, 
Christmas Club, A Corporation, 
New York 17, New York 
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Notes from Abroad 


Sirs: About a year ago I made a trip 
to England to study working and living 
conditions under socialism. Upon my re- 
turn I made a total of thirty-eight or 
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thirty-nine talks on this that were well 
received. 

Recently, we arranged for a young 
man from England to come to America 
to study banking as exemplified by the 
operations of our bank. We were in- 
fluenced in his selection by the fact that 
he possesses speaking ability. He has just 
made his first speech at the Optimist 
Club and chose to emphasize the coal situ- 
ation in England because it is acute. As 
a result, he is already scheduled for seven 
additional talks and we expect, before his 
studies are completed, that he may make 
as many as thirty or forty appearances 
before civic clubs, schools, colleges and 
other groups. 

In the meantime I am leaving for an- 
other observation trip to England and 
European countries. I have arranged to 
take a Soundscriber with me to record 
comments and interviews. My plans also 
call for taking pictures so that I may be 
able to produce an illustrated talk. 

GEORGE M. CLARK, President, 
Pioneer Bank, 
Chattanooga 1, Tennessee 
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Helptul Digest 


Sirs: For many years we have been 
publishing a resume of laws relating to 
filing and recording retail instalment 
sales contracts in the United States. This 
covers all forty-eight states and as far 
as we know is the only resume of its kind 
distributed by anyone. 

The job of keeping this resume com- 
plete and up-to-date is a rather big one, 
and we are very proud of the reception 
that it has had in the past. We believe it 
will have value for some of your readers 











RESUME 


Laws relating to filing and recording of Retail 
Instalment Sales Contracts in the United States 
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Good Information 


Smrs: It has been my pleasure and 
privilege to read Burroughs Clearing 
House for many years and there is no 
bank magazine for whicl: I have a higher 
regard. It is widely read by both the 
officers and employees of this bank and 
all of us obtain a lot of good information 
from it. 

JOHN A. CAMPBELL, JR., President, 
The South Carolina National Bank, 
Columbia, South Carolina 
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Long Distance lines are really humming these 
days. There are many more calls than a year ago. 
More are from the Nation’s industries and Armed 
Forces, hurrying the country’s most important job. 


A big help in keeping these calls moving is 
Operator Toll Dialing — a remarkable new tele- 
phone development. 


You give the Long Distance operator the num- 
ber in the usual way. She quickly presses several 
-keys and your call goes straight through to the 
telephone you want in a distant city. 


ANOTHER STEP FORWARD... More and more telephone users in a growing number of metropolitan areas can 
now dial Toll calls direct to nearby places the same way they dial Local calls...BELL TELEPHONE SYSTEM 





ew way of handling Long Distance 


Operator Toll Dialing proves a big help in these 


busy days of national preparedness 


It makes for faster service — especially on calls 
that formerly were relayed through other cities. 


With so many more calls on the lines, it’s a 
mighty good thing that Operator Toll Dialing was 
developed and is now available and in use in so 
many places. About one-third of Long Distance 
calls are now being handled in this new way. 


It is just one of many ways in which the growth 
and improvement of telephone service are now 
proving of extra value to the Nation in these days 
of preparedness. | 
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TRENDS TX FINANCE 
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Capital to Canada 


Out of the world-wide flow of capital 
seeking sound and profitable investment, 
an ever increasing stream is finding its 
way to Canada. 

Not only are Canadian securities of 
all types being purchased by investors 
of other nations but branch plants of 
United States, British and European 
countries are being erected in the Do- 
minion in greater numbers. 

The flow of capital reached all-time 
peaks last year when United States in- 
vestors bought Canadian government 
bonds to the value of $333,000,000, com- 
mon and preferred shares in industrial 
ventures to the tune of $124,000,000, and 
securities in other Canadian enterprises 
for a grand total of $546,000,000—a 
gain of $320,000,000 over the year be- 
fore. This does not include direct in- 
vestments on which no official 1950 fig- 
ures are as yet available. 


Bulk is American. Data on all foreign 
investments in Canada at the end of 
1949, latest year for which complete fig- 
ures are available, is contained in the 
accompanying table. It will be noted 
that of the $7,977,000,000 total, United 
States capital accounted for $5,890,000,- 
000 and British capital constituted most 
of the remainder. 

Besides purchasing securities, outside 
capital has gone into Canadian manu- 
facturing plants, mining and other nat- 
ural resources developments, water pow- 
er electric generating stations, and in 
many other industrial categories. In the 
field of manufacturing, for example, 147 
new companies have come to Canada 
from the United States since the end of 
World War II, 34 from Great Britain 
and 16 from other countries. 








Year Total U.S.A. 
1939 6,913,300,000 
1945 7,092,000,000 
1949 7,977,000,000 


4,151,400,000 
4,990,000,000 
5,890,000,000 





Foreign Capital Invested in Canada 


Great Britain 
1926 $6,002,600,000 $3,196,300,000 $2,636,300,000 $170,000,000 $1,402,500,000 


2,475,900,000 286,000,000 1,880,900,000 
1,750,000,000 352,000,000 2,304,000,000 
1,752,000,000 335,000,000 2,829,000,000 


*Included in U.S.A. total, second column. 


*U.S.A. Direct 


Others Investments 














Incomplete figures indicate all-time investing peak in 1950 


A fairly recent official breakdown of 
capital investments in Canada showed 
that United States capital controlled 
1,097 manufacturing companies, 104 min- 
ing developments, 117 utilities, 422 mer- 
chandising enterprises and 263 financial 
institutions. Altogether there are more 
than 2,200 Canadian companies that are 
controlled in the United States. 


Many subsidiaries. Moreover, the va- 
riety of recently formed Canadian sub- 
sidiary companies of American industries 
is impressive. Four automobile manu- 
facturers have opened plants in Canada 
since 1946, making a total of seven 
American motor companies producing 
cars and trucks in the Dominion, in ad- 
dition to a number making truck trail- 
ers and buses. One aircraft manufac- 
turing enterprise has been set up by 
American capital in a government war 
plant, and now makes four-engined 
transports and jet fighters. 

A number of American-owned pulp 
and paper companies have built entire 
new mills and towns since 1945 in north- 
ern Ontario, above Lake Superior. And, 
there are American-capitalized plants 
making such diverse items as canned 


foods, hats, electric batteries, pens, pho- 
tographic materials, diesel-engine elec- 
tric locomotives, phonograph records and 
television receivers. 

The bulk of the new United States 
subsidiary companies are located in the 
heavily industrialized areas of Ontario 
and Quebec, close to cheap hydro-electric 
power, sources of labor, and large mar- 
kets. However, American industry has 
also set up new branch plants in Ca- 
nadian prairie cities and on the Pacific 
Coast. 

American capital in the postwar years 
has gone heavily into new mining de- 
velopments of all kinds, especially base 
metals of strategic defense importance; 
into new oil developments in Alberta, 
and pipelines bringing oil from the west 
to industrial central Canada; and into 
chemical plants to make plastics, ex- 
plosives, textiles, fertilizers, and many 
other products of petroleum. 


Canadian investors. Meanwhile, Ca- 
nadians have not been sitting idly by. 
In addition to pouring an ever increasing 
amount of capital into the development 
of their own natural resources and manu- 
facturing industries, they have been ex- 


An official breakdown has shown 2,200 Canadian companies controlled by United States capital 


IN CITIES . 
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. Many of the plants and office buildings in this 
airview of downtown Toronto are owned by American capital 


IN THE WILDS ... Baie Comeau on the St. Lawrence, an isolated 
pulp-mill town supplying newsprint, is an American enterprise 
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When you think 
of Pittsburgh . . . 


The Nation’s Leader in 


Industrial Expansion... 
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Since 1945, Pittsburgh leads all 
the nation’s metropolitan areas 
in industrial expansion—with 
$147,211,000 in industrial build- 
ing contracts, an additional in- 
vestment of $518 for each pro- 
duction worker in the Pittsburgh 
area. Here is further proof of the 
faith which industry has in 
Pittsburgh’s future. 

As industrial expansion con- 
tinues, new business opportunities 
are created . . . smaller companies 
prosper in supplying the specialty 
needs of larger corporations. . . 
all businesses grow and thrive 
along with the industrial giants. 
You can get the facts on new busi- 
ness opportunities in Pittsburgh 
by writing to The Pittsburgh 
Industrial Development Council, 
Pittsburgh 19, Pa. 

And for your correspondent 
banking requirements in Pitts- 
burgh, think of Peoples First. 
With an intimate knowledge of 
this metropolitan area, and com- 
plete facilities, we are in excellent 
position to serve your needs. 


PEOPLES FIRST 
NATIONAL 


BANK & TRUST COMPANY 


Correspondent Bank Department 
P.O. Box 506, Pittsburgh 30, Pa. 


Member F.D.1.C. 














panding their investments outside the 
country. Canadians last year bought 
United States securities valued at $290,- 
300,000, and $36,400,000 in British and 
other securities. At the end of 1949, 
Canadian private investments outside the 
country, in securities and otherwise, to- 
taled $1,531,000,000; of this, $1,133,000,- 
000 was in United States enterprises. 

Canadian businessmen, at government 
request, have recently been studying 
ways of increasing investment abroad. 
An Advisory Committee on Overseas In- 
vestments, headed by Gordon R. Ball, 
general manager of the Bank of Mon- 
treal, recently presented its first report 
on how the Canadian government can 
aid in increasing the volume of capital 
seeking outlets outside the country, so 
as to create conditions conducive to the 
expansion of Canadian trade. 
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World-wide Survey 
of Bank Controls 


Banks in the United States, already 
operating under selective loan restric- 
tions and facing the prospect of stricter 
credit controls, may take some consola- 
tion from the fact that the trend is 
world-wide, as a line of defense against 


the mounting international menace of 
inflation. Last month, the Monthly Re- 
view of the Federal Reserve Bank of 
New York contained a revealing account 
of the specific anti-inflation measures 
being taken in foreign countries affect- 
ing commercial banks. 


As resources abroad are being di- 
verted to rearmament, emphasis so far 
is being placed on monetary and fiscal 
restraints to curtail civilian consump- 
tion and private investment. Direct con- 
trols such as price and wage ceilings 
or rationing are being avoided. 


Rates advanced. Since the outbreak of 
the Korean War, central bank discount 
rates have been raised in Belgium, Den- 
mark, Finland, Germany, the Nether- 
lands, and Sweden. There have been con- 
comitant increases in commercial bank 
loan rates. 

As another familiar trend, long-term 
interest rates reflected in the yield of 
government bonds have been allowed 
to rise in several countries, including 
some where the monetary authorities 
previously had maintained rigid bond 
pegs. 


Supplementary reserves. Besides rais- 
ing the cost of credit by such measures, 
a number of countries have taken sup- 


Two favorite post-war avenues of American investment 


PETROLEUM 


. American capital has taken 
project to bring oil 


a good share of this $90,000,000 oil pipeline 
to Lake Superior 
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INITIAL CAPACITY 
95,000 BARRELS/D. 
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TO BE COMPLETED IN 1950 








TOTAL LENGTH 1,150 MILES—ESTIMATED COST, $90,000,000. 
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TO BE COMPLETED BY SPRING OF 1951 


PUMPING STATION 


KEY (2 PRAIRIE REFINING CENTRES 
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MINERALS .. 


. Workers coming off a shift at an International Nickel mine in Ontario, 


largely owned by United States investors 
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“Our collection items ? Weve used 
Bankers Trust tor about 20 years, Harry. 
Did you know they microtilm all transit le 
items payable outside of New Vork for — 
their correspondents’ Protection 7” 
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FYGE-SPEFD collection service through Bankers Trust 


Where collections are concerned, it’s 
accuracy, speed and dependability 
that count. 

When your bank sends its checks, 
notes, drafts, trade acceptances and 
bills of exchange to us for collection, 
you receive prompt and dependable 
service—twenty-four hours aday. All 
transit items payable outside of New 
York are microfilmed for your 
protection. 

Modern, high-speed equipment, 
plus careful work by experienced 
personnel, insure that your bank ob- 
tains the proceeds of its collection 
items with maximum speed. 


To further minimize delay, you 
are invited to write us with a view 
to securing full benefit from mail 
and express schedules— both rail and 
air. 

In addition, our experienced Col- 
lection Department receives millions 
of coupons and bonds for collection 
every year. No matter how great our 
volume may be, particular attention 
is given to items that require special 
handling. Coupons and bonds are 


BANKERS TRUST COMPANY 


NEW YORK 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


examined to expedite presentation 
and minimize “returns.” 

Through our experienced Foreign 
Division, we can also give you fast 
collection service on your foreign 
items. 

For full information on the col- 
lection service in which you are 
interested, please write Banking 
Department, Bankers Trust Com- 
pany, 16 Wall St., 
New York 15. 

















plementary action to restrict its avail- 
ability. Special techniques have been 
developed to prevent the commercial 
banks from increasing their loanable 
funds by selling government bonds to 
the central bank. In Belgium and France, 
the banks are required to hold, in addi- 
tion to cash reserves, a supplementary 
reserve of government securities. In 
Italy, a similar supplementary reserve 
must be either invested in government 
securities or held in an interest-bearing 
blocked account at the Bank of Italy 
or the Treasury. In the Netherlands, the 
commercial banks are required to hold 
a prescribed minimum of liquid assets, 
including Treasury bills. In Mexico, re- 
quired supplementary reserves consist 


not only of government bonds but also 
of types of loans that the authorities 
wish to promote, the policy being not 
merely to restrict aggregate bank lend- 
ing but also to direct credit into desired 
channels. 


Special accounts. In some countries 
the commercial banks are required to 
hold especially large reserves against in- 
creases in deposits. At the time this plan 
is introduced, due allowance is usually 
made for the widely different degrees of 
liquidity in the individual banks. Cited 
as the earliest instance of such a tech- 
nique is the Australian system whereby 
commercial banks are required to main- 
tain a varying proportion of new de- 
posits in special accounts at the Com- 





















Right next door, in Canada, there’s a market already 
buying over a billion dollars worth of U.S. products 
a year. Naturally a market of this size requires careful 
study. If your customers are interested in Canada, we 


li 
right next door! | 


can supply you with facts and figures they will require. 
For our Monthly Review, our brochures on “American 
Oil Interests Entering Canada” and “Canadian 


> 


Taxes and Other Legislation,’ 


or any specific 


information you wish about Canada, write to our general 


offices in Toronto. 


THE BANK OF NOVA SCOTIA 


Over 360 branches across Canada and abroad 


New York Office: 49 Wall Street 


General Office: Toronto, Canada 


B-355 


monwealth Bank. Introduced as a war. 
time expedient in 1941, it was made a 
permanent instrument of credit control 
in 1945. Apparently the Commonwealth 
Bank has attempted since then to steer 
a middle course between the two objec- 
tives of checking inflation and freeing 
funds needed for trade and industrial 
expansion. Thus in 1946-1948 only 45 
per cent of the deposit increase of 
private banks was called to the special 
accounts. In 1949 and 1950 the balances 
in the special accounts were increased 
considerably, however. France, Italy and 
Mexico are also using this technique. 


Individual ceilings. Still other meas- 
ures for quantitative restriction have 
been developed in recent years. The 
Bank of France, for instance, has fixed 
rediscount ceilings individually for each 


| commercial bank, with an over-all maxi- 


mum for the banking system as a whole. 


| In Germany, the central banking system 
last February set limits for commercial 


bank lending and announced that redis- 
count facilities might be withdrawn from 
banks that do not comply with the new 
regulations. 

Meanwhile, qualitative controls have 
been instituted in a number of instances. 
In France and the Netherlands, each loan 
over a stated size is subject to specific 
central bank authorization. In Aus- 
tralia, the Commonwealth Bank from 
time to time issues directives to the com- 
mercial banks to assure that credits 


| are extended for essential purposes, and 
| the criteria for such credits have been 


made more stringent since December 
1950. In the United Kingdom, the 
Capital Issues Committee established 
during World War II still passes upon 
all new industrial issues, and commercial 
banks have been requested to apply the 
Committee’s “essentiality” principles in 
extending loans in excess of a specified 
amount. 


General pattern. In summary, the 


| Federal Reserve bulletin points out that 


| cent foreign monetary policies,” 


while the specific monetary techniques 
have varied greatly from country to 
country, in nearly all cases they have 
involved the abandonment of a rigid 
interest-rate pattern and the tightening 
of quantitative credit restrictions. ‘‘Re- 
the 
bulletin adds, “appear to be based on 
the conviction that credit restraints, to 
be effective, must be accompanied by a 
measure of flexibility in interest rates, 
and that relatively moderate rate in- 
creases are an effective counterinflation- 
ary device.” 
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Capitol Information 


A new and timely source of informa- 
tion on current developments in Congress, 
coupled with business and financial news, 
is found in the semi-monthly “Letter” 
now being published by the American 
Security & Trust Company, Washington 
13, D.C. 

This four-page bulletin is being pre- 
pared by Lawrence L. McKenna, an 
experienced writer on financial and eco- 
nomic subjects. 

The bank will be pleased to place any 
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bank officer on the mailing list to receive 
future copies. Requests can be directed 
to John J. Ahearn, in American Security’s 
public relations department. 
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Rate Debate Continues 


While much financial comment has 
been favorable to the Treasury offering 
of 2% per cent long terms, Thomas I. 
Parkinson, president, Equitable Life 
Assurance Company, has stated that in- 
sofar as the life insurance companies are 
concerned their investment needs call for 
a minimum return of 3 per cent. 

To refinance its huge 1951 maturities 
and meet current deficits, Mr. Parkinson 
would have the 
Treasury issue 
“National Emer- 
gency Bonds” for 
a term of 35 years 
at 3 per cent. 
These, he insists, 
should not be eli- 
gible for commer- 
cial bank owner- 
ship but should be 
sold in the great- 
est possible vol- 
ume to the insur- 
ance firms, sav- 
ings banks, pension funds and other trust 
funds. 


T. I. PARKINSON 


3% a minimum. Because of the pres- 
ent heavy demand of non-government 
borrowers for funds, Mr. Parkinson does 
not believe it likely that the Treasury 
could sell any large volume of its long- 
term bonds at less than 3 per cent. 

‘Such an issue would not seriously 
interfere with the market prices of out- 
standing bonds, any more than, for 
example, issues of A.T. & T. bonds at 
higher returns have interfered with 
previous issues of a lower coupon rate,” 
Mr. Parkinson asserts. He contends that 
one of the chief causes of our current 
inflation is the increased ‘money supply 
due to the large volume of government 
bonds in the commercial banks, and that 
the issuance of bonds suitable for life 
insurance and savings funds would check 
and gradually reduce the excessive supply 
of money. 


Velocity higher. On this matter of 
money supply, the March Monthly Bank 
Letter of The National City Bank of New 
York has an interesting comment and 
diagram. The point made is that the 
volume of money, which is so commonly 


Money use expands faster 
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CREDIT INSURANCE COMPLETES YOUR 
CUSTOMERS’ PROGRAMS OF PROTECTION! 


B gew as unforeseen events may destroy 
your customers’ goods while in 
transit, so can strikes, floods, lawsuits, 
tornadoes, material shortages, Govern- 
ment restrictions, etc., cause even their 
best customers to default in payment 
of accounts. 

That’s why manufacturers and whole- 
salers are completing their insurance pro- 
grams with American Credit Insurance. 
American Credit guarantees payment of 
Accounts Receivable . . . protects your 
customers against credit losses. An 
American Credit policy can be tailored 
to fit your customers’ particular needs 

. . insuring all, a specific group, or just 
one account. 
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blamed as an inflationary factor, was at 
the end of last year up only 6 per cent 
compared with the end of 1948, or the 
end of 1949. At the same time, the 
velocity of deposits, or the rate at which 
people were drawing upon their bank 
check accounts, was up 10 per cent from 
December 1948 and 15 per cent from 
December 1949. Thus, says National 
City, the major part of the increase in 
business volume and prices of the past 
two years has been financed not as much 
by new additions to money as by more 
active use of existing money. 

Mr. Parkinson claims that the addi- 
tional cost to the Treasury of a 3 per 
cent 35 year bond would not be any more, 
and might be less, than the cost of recent 
increases in the interest rate on short- 
term paper. An accompanying illustra- 
tion from the Business Comment bulletin 
of The Northern Trust Company, Chi- 
cago, shows the recent interest rate trend 
upward. The bulletin points out that if 
the Treasury financing since June, 1947 
had all been done at the higher rates now 
prevailing, instead of at a 1947 level of 
rates, the additional interest charge 
would have been less than $385,000,000. 
And, since higher interest payments in- 
crease incomes, a major part would be 
recouped to the Treasury in the form of 
income tax receipts. 


Slow process. It is emphasized that the 
higher rates affect only new financing of 
the Treasury; most of the outstanding 
public debt does not mature for many 
years and will continue to carry the 
interest charge now paid regardless of 


any intermediate fluctuation in rates. 
Therefore the figures sometimes appear- 
ing in the press indicating that an in- 
crease of % of 1 per cent in interest 
rates would increase the debt service 
by $1-1% billion apply only over a 
long period of time, after all outstanding 
issues have matured and been refunded. 
The effect of higher interest rates is felt 
very slowly and moderately. Moreover, 
the rates may fluctuate down as well as 


Effect of upward rate trend 
on debt service cost 
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up long before many issues now out. 
standing are refunded. 
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Analysts Say “‘Higher’’ 


Expanded production, a continued rise 
in the wholesale price index, and higher 
prices for stock securities during the 
balance of 1951 were forecast by security 
analysts in a poll conducted by the New 
York Journal of Commerce. 

Of the 177 analysts responding to the 
question, 122 believed the industrial pro- 
duction index would touch 230 or better 
this year, as compared with 219 in Jan- 
uary and a World War II peak of 247. 

Even more emphatic was the prediction 
of a rise in the wholesale price index. 
A total of 162 anticipated an increase, 
while only 22 optimistic souls looked for 
a decline, and 24 expected price tags to 
remain unchanged. Those who saw fur- 
ther rise put the extent of the advance 
anywhere from two to 30 per cent; the 
favorite prediction, shared by 52 re- 
spondents, had the advance slated at 10 
per cent. 

The business newspaper’s poll also 
asked the analysts what they were most 
concerned about on the future horizon. 
While total war occupied first place with 
64 votes, it is noteworthy that peace 
seares were considered by 34 as the most 
ominous economic threat. Other ,causes 
for apprehension were listed as large 
and high-cost inventories, labor problems, 
price and wage controls, conversion prob- 
lems and materials shortages. 
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BANKING VEWS 








Instalment Credit 


The adaptation of instalment lending 
institutions and policies to meet the re- 
quirements of the rapid economic changes 
through which the country is passing 
held the attention of delegates to the 
fifth National Instalment Credit Confer- 
ence of the American Bankers Associa- 
tion, held March 12-14 at the La Salle 
Hotel, Chicago. 

The urgent need for a_ heightened 
initiative on the part of the banking 
industry was underscored by William W. 
McCarthy, chairman of the A.B.A. Com- 
mittee on Consumer Credit, and vice- 
president of the National Shawmut Bank, 
Boston. “We must give leadership in 
living by the rules,” Mr. McCarthy said, 
“the rules of Regulation W, the rules of 
trade practice recently issued by the 
Federal Trade Commission, the regula- 
tion of prices of new and used cars, and 
the golden rule of good business. We 
must set an example of playing the game 
as best we can under these rules. While 
they are in effect, we must find more and 
better ways to serve the people, despite 
reduced income and rising costs.” 

Greater efficiency. Asserting that con- 
sumer credit will continue to be a signif- 
icant factor in our banking system, C. 
Francis Cocke, vice-president of the 
A.B.A. and president of the First Na- 
tional Exchange Bank, Roanoke, Vir- 
ginia, expressed his belief that a possible 
decline in loan volume does not inevit- 
ably mean a decrease in profits. “This 
loss in volume,” Mr. Cocke said, “must 
be offset by more efficient consumer credit 
operations. For example, with a smaller 
volume of loans, there are many ways in 
which the cost of operation of that de- 
partment may be decreased. You will 
not have to process as many applications 
for loans; there is immediate saving in 
the cost of interviewing. If you do not 
have machine accounting, you will find 
that this will greatly reduce your cost of 
operation. Your collection expense of 
delinquent accounts should decrease with 
full employment. These are just a few of 
the things that occur to me where the 
cost of operation may be decreased so 
that with a smaller volume of loans your 
profit from operations will still be good.” 

Cost control. Similarly stressing cost 
factors as the measure of past and future 
success in consumer credit operations, 
Marshali S. Woods, vice-president of The 
Detroit Bank, Detroit, Michigan, stated 
that the “items of expense in the opera- 
tion of our business are pretty much 
uniform. The largest single item is, of 
course, salaries. Others are rent, adver- 
tising, stationery, etc. Acceptable stand- 
ards for that portion of our gross income 
which should be allocated to salaries and 
other items of expense can be determined 
only by comparison of these factors of 
costs with other like operations. 

“With the reduction in available loan 
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A timely agenda distinguished A.B.A. Instalment Credit Conference 


volume,” continued Mr. Woods, “we will 
all be faced with the tendency to take on 
what we, in the past, have deemed not 
too profitable a class of paper. We may 
be tempted to replace our shrinking 
volume through financing what in truth 
our cost study will disclose as unprofit- 
able paper. We have the choice of con- 
ducting our business on this hit-and-miss 
basis with all the hazards that it implies 
or to install a cost program which will 
show us the most profitable type of paper 
based primarily on maturities and ac- 
counts.” 

Dealer program. Wise credit control, 
necessitated by the threat of inflation, 
demands greater caution at the dealer 
level on the part of consumer credit de- 
partments, said Paul M. Welch, vice- 
president, Citizens & Southern National 
Bank, Atlanta, Georgia. “It is the control 
of dealer business which makes for a 
successful dealer-bank relationship,” Mr. 
Welch said. “We take our dealers through 
several credit steps after we first start 
doing business together. After we have 
determined from our preliminary checks 
that maybe this particular dealer is one 
with whom we can do business, we set 
temporary lines of credit for him, both 
on retail and wholesale. We watch his 
paper very closely. We build up a record 
on a daily and accumulated monthly basis 
on each individual dealer account to 
develop this and other information. The 
information tells us whether we can con- 
tinue purchasing his retail paper and, 
particularly, the extent to which flooring 
lines can be granted. We grade each 
individual transaction as an excellent, 
good, fair, poor, or bad risk. 

“No bank credit department or credit 
operation of any kind is any stronger 
than its ability to collect. The secret of 


any collection department in the instal- 
ment field is a regular, systematic follow- 
through on each individual account. With- 
out an automatic and a very definite sys- 
tem of handling collections, regardless 
of how strong an individual collector may 
be, unless limited to a very small number 
of accounts you will have high delin- 
quency ratios.” 

Home improvements. Drawing heavily 
upon the experiences of his own organiza- 
tion, John O. Elmer, assistant vice- 
president, American Trust Company, San 
Francisco, told the conference delegates 
that an aggressive dealer program will 
produce three or four times the volume 
that can be obtained under the best con- 
ditions from over-the-counter transac- 
tions. “There is a commonly expressed 
theory,” Mr. Elmer said, “that. dealer 
paper is worse than direct loans. Our 
own experience has not proven this to be 
true except to a negligible degree. We 
have had our full share of fast-talking 
and fast-moving dealers; but even with 
some unfortunate experiences, our long- 
range results have just about balanced 
out. 

“Unless home modernization loans can 
be held to a fairly high level, the un- 
insured bank plan type of loan is more 
desirable than F.H.A. Title I,” continued 
Mr. Elmer. “We believe that an unin- 
sured bank plan is more desirable than 
Title I where the average loan is small. 
A bank loan plan permits the fixing of 
rates and minimum charges at levels 
which more nearly cover the cost of mak- 
ing small loans than does the Title I rate 
of 4% per cent net. 

“A bank loan program can _ provide 
simplified forms, a reduction in account- 
ing costs, and greater flexibility as to its 
use. On the other hand, the risk of credit 
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loss is a factor which probably warrants 
the use of Title I on loans over $500.” 
Business loans. Noting that 90 per 
cent of all business enterprises in the 
United States falls into the category of 
small business, Harry C. Culshaw, vice- 
president, The Pennsylvania Company for 
Banking and Trusts, Philadelphia, told 
the conference delegates that there is no 
adequate medium, other than terms loan 
by banks, through which small business 
ean obtain capital funds. Mr. Culshaw 
noted that each small business loan must 
be judged on its own merits and not by 
standarized rules. “In my own bank,” 
he said, “we realized that in a great many 
cases there would not be audited figures, 
and that any figures we would be able to 
get might be of a fragmentary nature. 
We did insist in most cases that these 
loans be made to businesses which had 
been established for six ‘months or more. 
However, since there might be instances 
where a man had been employed in a 
particular type of business for a number 
of years and appeared to possess the 
know-how and managerial ability, we 
did not make a hard and fast rule. 
“These loans are available to any busi- 
ness concern seeking a loan that is repay- 
able over a period ranging from six 
months to three years, assuming that the 
concern has been in business for six 
months or more, and that the type of 
business, the financial statement, and the 
antecedents of the individual are satis- 
factory.” 
Appliances. 


The electrical appliance 
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Will the seasonal January decline 
be continued? 


business could not maintain its 1950 
levels even if materials were available 
because demand for appliances will fall 
with increased taxes and the high costs 
of living, Richard L. White, president, 
Landers, Frary & Clark, New Britain, 
Connecticut, told the delegates. “The 
present mandatory limitation orders will 
curtail by mandate production that would 
have been curtailed by the laws of supply 
and demand,’ Mr. White said. “The 
mandatory program will affect us more 
drastically than plain old economic laws, 











FIGURES OF SIGNIFICANCE 


On the theory that the more customers we sell the healthier our 
business will be, we attach great significance to the average number 
of banks billed each month. Below are the figures for the past ten years. 


At some time during 1950 we made some checks for 10,767 banks. 
Our more cautious people feel that the law of diminishing returns will 
soon make itself felt, while our more optimistic eager beavers point 
out that there still are 4,008 banks that 
This writer is no prognosticator but recognizes in such current figures 
certain comparisons which make powerful advertising ammunition. 
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1941 — 4,153 
1942 — 4,297 
1943 — 5,049 
1944 — 5,225 
1945 — 5,883 
1946 — 6,606 
1947 —7,101 
1948 — 7,418 
1949 — 7,629 
1950— 8,104 
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but I feel that our 1950 volume of appli- 
ance sales exceeded normal demand «nd 
could not be continued.” 

New fields. New and revitalized areas 
of activity for instalment credit depart- 
ments are seen by John M. Galvin, vice- 
president, Marine Trust Company, Buf- 
falo, New York, as the answer to govern- 
ment regulation and the effects of infla- 
tion. “Regulation W coupled with cur- 
tailments of consumer goods will grad- 
ually have its effects on volume; short- 
ened terms and greater down-payments 
are already showing their effects on 
earnings. Our own shop, while showing 
about the same volume for January and 
February of this year as for the same 
period last year, still sees a decreasing 
figure in unearned discount.” To main- 
tain the successful consumer credit de- 
partments that have been built up within 
the past two decades, said Mr. Galvin, 
loaning officers must review — such 
mediums as personal loans, home im- 
provement loans, coal financing, the 
financing of hospital bills and fire insur- 
ance premiums, house trailers, and small 
business loans. 

“Loaned up.” Discussing the desir- 
ability and necessity of calling a halt to 
loan expansion, a consistent theme at the 
conference, William G. F. Price, vice- 
president of the Bank of the Manhattan 
Company, New York City, used a hypo- 
thetical commercial loan to illustrate the 
point that deposits are created through 
the medium of loans. The problem under 
today’s banking system is one of realiz- 
ing that point at which a bank is “loaned 
up,” said Mr. Price. “A bank is loaned 
up when it is short of reserves. The posi- 
tion today of the commercial banks and 
the Federal Reserve System is such that 
fresh reserves can be generated in almost 
limitless amounts. Practical limitations 
are put on such expansion by the loans- 
to-deposits and the risk-asset-to-capital 
ratios. Both these have moved up sharp- 
ly since last June and are at historically 
high levels. Substantially, the only feas- 
ible way for any institution to improve 
its ratios is to reduce its loans.” 


+ e e 


Savings and Mortgage 

Petitioning every bank to join in a 
crusade to develop savings customers, 
William A. Reckman, president of the 
Savings and Mortgage Division of the 
American Bankers Association and pres- 
ident of the Western Bank & Trust Com- 
pany, Cincinnati, Ohio, opened the annual 
A.B.A. Savings and Mortgage Confer- 
ence, held March 5-6 at the Hotel Statler, 
New York City. It is part of the banker’s 
patriotic duty, said Mr. Reckman, to urge 
individuals to save and exercise thrift to 
the fullest practicable extent. Savings 
programs should promote the continued 
purchase of U. S. Savings Bonds, and the 
holding of such bonds to maturity. 

In a similar vein, Joseph Ear] Perry, 
vice-president of the Savings and Mort- 
gage Division and president of the New- 
ton Savings Bank, Newton, Massachu- 
setts, asserted that thrift is the key to 
survival in the present world crisis, both 
individually and as a nation, “If we are 
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to save our economy,” said Mr. Perry, 
“and if we are to reduce the economic 
disparity throughout the world by raising 
the standards of our neighbors rather 
than by lowering our own, we must prac- 
tice thrift.” 

Savings picture. Stressing the role of 
increased savings in the fight against 
inflation, noted economist Dr. Marcus 
Nadler, professor of finance, New York 
University, also urged that bankers take 
the initiative by exerting pressure on 
Congress to institute every possible 
economy and by educating the people to 
the fact that the more that is saved the 
less there will be available for spending 
and the less will be the danger of infla- 
tion. “If this campaign succeeds,” Dr. 
Nadler said, “the result might well be to 
channel a significant proportion of the 
large disposable income to the savings 
banks; and the savings deposits during 
tae year would experience a material 
increase.” 

Turning to the investment phase of 
the savings banker’s problems, Dr. 
Nadler expressed the belief that a re- 
duced supply of mortgages which will be 
evident by the end of the year will cause 
institutional investors to look once again 
toward government securities as their 
principal type of investment. 

Portfolio problems. “Although a sub- 
stantial part of a bank’s investments 
should be in the highest grade obliga- 
tions, it may be that liquidity has been 
over-emphasized and income sacrificed 
accordingly,” suggested John W. Kress, 
chairman of the A.B.A. Committee on 
Investments, and executive vice-presi- 
dent, Howard Savings Institution, New- 


ark, New Jersey. “Where investment | 


accounts have a substantial number of 
regularly amortised mortgages, the need 
for short term investments seems un- 
necessary because these regular pay- 
ments of principal provide a steady in- 
flow of funds for reinvestment or, if 
required, for depositor needs.” While, in 
view of the probable decrease in avail- 
able mortgage opportunities, banks may 
look forward to the probable need for 
continuing large holdings of United 
States Government securities, Mr. Kress 
warned that government bonds and gov- 
ernment guaranteed mortgages may well 
represent the easiest rather than the 
best outlet for bank investment funds. 
Three “banks.” Also questioning the 
wisdom of investing short, F. Brian 
Reuter, vice-president, Mellon National 
Bank & Trust Company, Pittsburgh, 
Pennsylvania, warned that conformity 
with a general investment pattern and 
maturity spacing can often deny a bank 
the advantage that it has over competing 
institutions. It was Mr. Reuter’s sugges- 
tion that banks think and invest in terms 
of three separate funds or “banks”: sav- 
ings; commercial; and capital funds. 
“In allocating assets against first the 
savings ‘bank’ and then the commercial 
‘bank’,” said Mr. Reuter, “you should 
provide in each case such a conservative 
amount of cash and short and medium 
term United States obligations that all 
concerned agree that each ‘bank’ could 
stand on its own feet under very adverse 
circumstances. It would appear logical 
that capital funds (the third ‘bank’) 
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which is, of course, in longer and higher Thomas S. Holden, president, F. W. that took place in the years 1943 anq Jing © 
yielding U. S. Treasury obligations, cor- Dodge Corporation, New York City, in 1944; there is certainly no present eyj. §adjus' 
porate bonds, and municipal obligations. a conference address summarizing mort- dence of any need for more than a mod. §adjus' 
“Shortness for liquidity’s sake is sen- gage opportunities under the defense erate squeeze on construction or for banixi 
sible and necessary to the extent that program. “Total construction volume in squeeze of long duration.” cover 
liquidity is needed. A primary function the calendar year 1952,” continued Mr. Ditune of WEL. Cline the eum Fol 
of investment management is to gauge Holden, “may run somewhat behind this operatin penance een the Fed a A. B. 
as accurately as possible, and with an year’s volume, with a probable upturn Senden gg es nena petal a. conte’ 
adequate margin of safety, the degree of in 1953. Yet demand for defense plants, tens i men tend and th ‘pe 4B of th 
liquidity needed and to provide only that defense housing, and special types of Mt Sibviuien of Vebectnn poe tre probl 
much while getting the maximum earn-_ military construction will continue heavy talon ah the Fadeval National aah, jn val 
ing power in longer high grade securities in 1952. Since we do not know whether ate Deities dian ox Mae vi Mu 
outside of the requirements of liquidity.” our 1951 estimates will be realized, it is oe ” oF salaiitieses Willia ‘A eee Confe 
Mortgage opportunities. “The prospect actually too soon to speculate about 1952 poses a doused dont pret ie of Mi 
seems that the coming freeze on con- volume. At this moment, there is not Commas a enahatie ‘im se torte Atlan 
struction and materials will begin to ease visible a prospect of anything like the ae ttle the ee Bas picture ‘s prog? 
amneemens — aanes ene strengthen and preserve those laws and § '°P-™ 
practices which permit free enterprise to § °° t 
build houses and enable private capital | “tY s 
- to lend to home buyers on liberal terms Th 
within their capacity to repay. “I would J "°Y 
have the F. H. A.,” said Mr. Marcus, “set | PY 2 
up as an independent agency under a § ®28° 
board of governors of nine persons, one auth 
of whom would be selected from the § 24° 
banking business, one from the life insur- f ®2&° 
ance field, one from the savings and loan and 
industry, three from the Federal Gov- — *8°" 
ernment, and three from the buildingf A+! 
industry generally. While I would be} Ame 
— satisfied to have the governors appointed } held’ 
: by the President and confirmed by the f burg 
In Foreign Trade ~ ie Senate, I would prefer to have each f tion 
private industry group nominate and f tion 
DIRECT CONTACT elect its governors in the same fashion J on V 
that Class A and B Directors of the § trust 
twelve Federal Reserve Banks are nse 
elected.” publi 
Can Be of Help to You Under Mr. Marcus’ plan, the F.H.A. | 24 
would be incorporated under Federal Conf 
charter as “The Federal Home Mortgaze chap 
Insurance Corporation” with complete § 2 SP 
severance from any governmental body will 
Corn Exchange maintains direct contact with carefully chosen which itself lends government funds, or 
; : re : which is organized for the benefit of one F ygo, 
banks abroad, who are financial leaders in their respective special segment of the savings and mort- ~ 
‘ 7 ; 5 2 ” 
foreign trade centers. This results in valuable information | ogg seg pei eter egg yy oon 
for you on foreign economic conditions—and sound counsel _ from the drives of pressure groups and Cali 
F | from undue influence of those politicians § '° 3 
on your overseas problems. | whose actions lead to an unsound econ- § ‘@t¢ 
7 il ea oe . | omy,” while at the same time preserving § "8? 
Additional information is gathered by experienced Corn | “Ser tik wantin Che austen Somalis af tn 
Exchange representatives who travel continuously in foreign F.H.A. mortgage insurance system.” Mr. A 
; ; : : Marcus pointed out that a plan of this § Ban 
countries. In many instances, their personal contacts result type would closely parallel the recon- } 4 «y 
in better relations between our customers and their foreign mendations for the F.H.A. made recently § ing 
Ney ae : : by the Hoover Commission. the 
distributors—in new opportunities for clients engaged in akc the 
exporting or importing. . ' ae 
Use our Foreign Department and see what direct contact | Come Conemniione T 
2 Representatives of the government’s Che 
means in speed and efficiency. defense, mobilization, and stabilization J 
agencies, as well as bankers and bank a 
| consultants on personnel problems will whi 
| be the speakers at the Bank Manpower diet 
j Conference of the American Bankers ' 
Alert U Association to be held in the Edgewater 
ITEM Beach Hotel, Chicago, Illinois, April 26 A 
rienaly CORN EX@HANGE = | | fst “~ 
Efficient Narronat Bank Uy Yy ! anv Trust CoMPANY | ; ie — to be = — Pn of 
eshtehed 108 a wo-day conference will be: mobilization J wri 
eee PHILADELPHIA plans, military manpower requirements, 
civilian. manpower requirements, economic ; 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION stabilization controls, banking’s essential . 
| activities, loss of trained manpower, re- to | 
cruitment of replacements, screening job the 
applicants, training staff members, attain- | W® 
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ct ivity ng adequate production levels, maintain- 
3 and ging competitive salary ranges, city bank 
1t eyj. adjustment problems, country bank 
mod. Gadjustment problems, and _ organized 
for , Jbanking’s contribution. One speaker will 
cover each of these topics. 


Following this Chicago conference, the | | r e 


nervous f.4  B. A. will hold a series of regional 





- ‘Tal J conferences on the more technical aspects 
- 4 of the manpower situation, at which the 
teeter problems will be discussed as they exist 
~~” fin varlous regions. 
Mort- 











empo- Mutual Savings Banks. The 31st Annual ef 
arcus | Conference of the National Association | 
Trust of be a ogg = ae 
-oy», f Atlantic City, May 7-9. well-rounde 
~s program featuring some of the nation’s loans 
'S and top-ranking speakers is being planned 
“ise to for the three-day meeting in the resort | 
apital city’s largest hotel, The Ambassador. 
terms The problem of proper investment of 


new deposits in a period characterized 


woul se : 

;, a by a declining volume of available mort- 

der a | £2ges will be discussed by an outstanding 

s, one} thority in this field. Addresses by j 

* rs nationally prominent leaders in mort- mee CSS | 
insur. 4 £28 lending, economics, public relations, 

i loan and national affairs are also on the 


Gov. § agenda. 
ilding A.I.B. The annual convention of the 
ld be} American Institute of Banking will be 
ointed | held in the William Penn Hotel, Pitts- 
y the | burgh, Pennsylvania, June 4-8. In addi- endangered 2 
each | tion to two general sessions, the conven- 
. and tion will feature a series of conferences 


ishion | on various phases of banking, such as, 
f the | trust business and investments, business 








are J development and advertising, credits, ry i recent survey conducted by BANKING 
public relations, banking management if 
‘HLA. | and operations, and savings banking. showed that more than 95% of all banks 
sderal Conferences will also be held on A.LB. a as . a 
tware chapter administration and activities, and contacted require prospective borrowers to 


aplete | 2 Special conference for women delegates | furnish data regarding their fire and other in- 


_ | will take place on Wednesday morning. y 
body , surance coverages. BuT, only about 5% check 








ds, or + ¢ ° 

> r . . - sh ? 

one ey ee as to whether there are bonds on borrowers 

Juded { The rate race continues with the an- employees. 

‘HA. | nouncement by Morris Plan Company of , : 

- snd | California that its interest rate is boosted Yet, businesses strong enough to weather seri- 

icians J t0 3 per cent, effective April 1. The new ous fires can be wiped out by a sizable embez- 

econ. | tate will apply to all savings accounts, es ; 

rving § Ttegardless of size. zlement. And, today’s inflation has made large 

of the : embezzlements more frequent! 

Mr. A new branch of The Chase National x 

f this | Bank was opened March 17 in Santuree, | Don’t expose your loans to such hazards. Why 

ecoml- F a suburb of San Juan, Puerto Rico, bring- | Seer we wat 

wl Ni ta tone We aaiiee a8 sak Ge | not make sure that your customers’ employees 
the Chase has added to its operations in are bonded? Suggest that your borrower call 
the Caribbean area during the past few — . : — fe 
oni our agent In your community 11 he lacks this 

: vital protection. 
wilt The American Express’ Travelers 
rr Cheque has had its face lifted. The prin- | 


eae cipal change is the addition of an im- 


- wil] | Print of a Roman gladiator, the emblem | 
cecal which appears on the company’s stock | 
shave certificates. | 


° 






water 
ri] 26 An advertisement of the Bank of She- AMERICAN SURETY COMPANY 
boygan (Michigan) features a. picture NEW YORK CASUALTY COMPANY i" 
x the § of one of the long-standing customers SURETY FIRE INSURANCE COMPANY cer 
ation § writing his 100,000th check on the bank. 
ents, ra 100 Broadway, New York 5, N. Y. 
nomic sceiett 
ential Said to be the first commercial bank 
r, re- | 0 open a branch in a department store, 
Pa job the Farmers Bank of the State of Dela- FIDELITY + SURETY - CASUALTY - INLAND MARINE - ACCOUNTANTS LIABILITY jum 
ttain- {| Ware is doing business in the new 
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$3,000,000 John Wanamaker store in 
Wilmington. 
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On Getting New Business 
The subject, “How to Get and Keep 
Profitable Bank Business,” was the theme 
of a series of 26 clinic meetings recently 
conducted by the Committee on Educa- 
tion and Public Relations of the Illinois 






































customer through 


Practical suggestions on a vital subject are assembled 
in Illinois Bankers Association public relations manual 


Bankers Association. The meetings, which 
were held throughout the state for county 
federation groups of the I.B.A., assumed 
the form of panel discussions moder- 
ated by C. A. Hemminger, chairman of 
the Committee on Education and Public 
Relations, and Director of Public Rela- 
tions of the American National Bank 
and Trust Company, Chicago. 

Prior to the local meetings, each mem- 
ber of the association was supplied with 
a sheet of suggested questions for dis- 
cussion during the clinic. The first part 
of the discussion covered interior pro- 
cedures and policies and touched upon 
the basic considerations in: recruitment 
of personnel; the orientation and induc- 








The pulse of Canada 


You can feel the pulse of Canada through our 
Monthly Commercial Letter, which will be sent to you 


regularly upen request. 


With nearly 600 branches strategically located 
throughout Canada, we can provide authoritative 
economic information on the products, markets 

and opportunities of interest to U. S. business men. 


These facilities are at the disposal of American 
banks in behalf of their customers. 


The Canadian Bank 
Commence 
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Head Office—Toronto 
New York ¢* San Francisco * Los Angeles 
Seattle ¢ Portland, Ore. 
and nearly 600 Canadian Branches 




















tion of new employees; the training of 
staff members; and building good human 
relationships in the bank. External pro- 
cedures and policies, providing the sub- 
ject matter for the second portion of 
the clinic meetings, were discussed from 
the angles of: new business development 
and customer relations; community re- 
lations; advertising; and publicity. 

Working Manual. As a permanent aid 
to improved public relations activities, 
the Committee prepared and distributed 
to each member bank represented at the 
meetings a substantial manual contain- 
ing many practical suggestions. Stress- 
ing that good public relations necessarily 
must begin at home, the manual sets up 
a comprehensive program of indoctrina- 
tion for staff members. Details of the 
bank’s public relations program are to be 
carefully explained to staff members 
through a series of discussion meetings. 
Enclosed with the manual is a set of out- 
lines for discussion on the basic points 
of employee-customer contact. These out- 
lines, supported by cogent leaflets on each 
subject, cmphasize the fact that each 
employee “is the bank”? when contacting 
customers. 

The manual also suggests a_ simple 
method for systematizing new business 
development, stressing the need for con- 
tinuous customer contact by the bank 
officers. A test of the individual bank’s 
public relations and business develop- 
ment program as well as a listing of help- 
ful publications, visual aids, and other 
recommended material is included in the 
manual. 

The Illinois Bankers Association offers 
to supply the chairmen of the Commit- 
tee on Education and Public Relations of 
other state banking associations with a 
copy of this informative manual. Write 
direct to the Association, 105 West Mon- 
roe, Chicago 3, Illinois. 


The Inside Story 


While an impressive facade may lure 
the passer-by, it is the interior of the 
bank that frames the business of bank- 
ing in the mind of the customer. If the 


interior is eye-appealing and well-suited 
to its use, every facet of the customer- 
The out- 
interiors pictured 


bank relationship is enhanced. 
standing new bank 
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Every hour of the day the facilities of the Chase are being employed 
in the service of correspondent banks. Through branches, 
representatives and overseas correspondents Chase provides 
service of world-wide scope. 

Chase is a banker’s bank, with the personnel experience, and 
equipment to serve correspondents around the world... 

around the clock. 











THE CHASE NATIONAL BANK 
OF THE CITY OF NEW YORK 





(BBE BANKING \ 


(wep 
v 











Member Federal Deposit Insurance Corporation 


April, 1951 

































SERVICE TO 
CORRESPONDENTS 


Credit information 


Around the clock mail 


pick-up 
Quick collection of items 


Participation in 
local loans with 
correspondent banks 


Dealers in State and 
Municipal Bonds 


Execution of security 
orders 


Analyses of investment 
portfolios 


Safcheeping of securities 
Full foreign services 


Many personal services 






















































Ward’s Corner branch, Southern Bank of Norfolk, Virginia South Weymouth office, Granite Trust Company, Quincy, 
Massachusetts 
A well-designed interior suggests a well-run business and enhances customer relationships 
on these pages are forceful examples of 1 
the steps that are being taken to color wee 
the banking operation with pleasant as- Se 
sociations. i 
A combination of bright wall colors, lob 
light oak finish and indirect lighting set ; 
the mood of the new South Weymouth 
drive-in office of the Granite Trust Com- _ 
pany, Quincy, Massachusetts. The front “4 
of the main banking counter is of oak re 
flexwood which is carried as a dado a 
around the banking floor and the officers’ a 
quarters. A large recessed panel in the 
ceiling of the main banking room con- 
tains continuous strips of flush fluores- ; 
cent light fixtures. _ 
. offi 
Tr 
Grey, two-toned woodwork of Ameri- 7” 
can Walnut is used in the tellers’ coun- vias 
ters and banking desks of the new Ward’s -- ne 
Corner branch of the Southern Bank of Ite 
Norfolk, Virginia. The predominating Mellon National Bank and Trust Company, Butler, Pennsylvania all 
pe 
me 
Eye-pleasing quarters that provide a pleasant atmosphere and efficient operations a 
10 
lou 
Lehigh Valley Trust Company, Allentown, Pennsylvania Montclair Trust Company, Montclair, New Jersey qu 
ly 
le} 
va 
gr 
in 
ca 
bl 
al 
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son as | " th 
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Covington National Bank, Covington, Virginia Cedarville branch, The Miami Deposit Bank, Yellow Springs, 


hio 


Highly functional lay-outs provide maximum working space within floor space limits 


colors of the grey woodwork, grey-green 
walls, Italian rose marble counter, rose 
floor and drapes are accentuated by the 
bright yellows and greens used in the 
lobby furniture. Panels of glass blocks 
provide a directional lighting that elim- 
inates the use of artificial lights except 
on exceptionally dark days. The ceiling 
is finished in cream-colored sound-ab- 
sorbent paneling with recessed fluores- 
cent fixtures. 


The extensive interior remodeling op- 
eration recently completed at the Butler 
office of the Mellon National Bank and 
Trust Company, Butler, Pennsylvania, 
resulted in a modern, highly functional 
rearrangement of business space. The 
new tellers’ counter is faced with striking 
Italian Bottocini marble and features 
all-steel roll top tellers’ desks which 
permit individual locking. Other improve- 
ments include new travertine marble 
floors, modern lighting and air condi- 
tioning facilities, pleasantly furnished 
lounge rooms for employees, and new 
quarters for the bank’s officers. 


4 


Richly carpeted throughout, the new- 
ly remodeled quarters of the Lehigh Val- 
ley Trust Company, Allentown, Pennsy]- 
vania, are painted in soft, neutral 
greens. The tellers’ counters, wainscot- 
ing and other woodwork are of blond oak 
cabinet work with contrasting dark mar- 
ble base. The decorative balustrades 
and stair railings are worked in satin 
aluminum. 


The modern, low tellers’ counters in 
the newly renovated Montclair Center 
office of the Montclair Trust Company, 
Montclair, New Jersey, are constructed 
of ceano marble, matching the wainscot- 
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Shaker Square branch, The National City Bank of Cleveland 


Low, modern counters feature new banks and branches 


Kanabec State Bank, Mora, Minnesota 




















ing which lines the lobby of the bank. 
In the officers’ section draperies and 
carpeting, in harmonizing shades of cop- 
per and green, offer a pleasing contrast 
to the stone-colored walls. 


* 


Lobby space was increased 50 per cent 
as the result of recent remodeling activi- 
ties at The Covington National Bank, 
Covington, Virginia. The old wire tell- 
ers’ cages were replaced with walnut- 
paneled partitions and counters on a 
marble base. Red leather lobby furni- 
ture contrasts sharply with the sea-foam 
green walls. The streamlined quarters 
are completely air-conditioned. 


+o 


Maximum working space within lim- 
ited floor space is neatly accomplished 


in the new Cedarville branch of The 
Miami Deposit Bank, Yellow Springs, 
Ohio. The attractive and unusually-de- 


signed sawtooth tellers’ counter provides 
complete privacy for the customer. A 
bulletin board in the lobby is used for 
both community notices and bank promo- 
tion. 


+ 


Original oil and water color paintings 
are featured in the lobby of the new 
Shaker Square branch of The National 
City Bank of Cleveland. This is the 
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Traveling historical exhibit calls attention to bank’s anniversary 


bank’s seventh branch in a branch de- 
velopment program which started in 
1945. The counters and lower portion 
of the walls are paneled in pale grey 
wood with the upper walls in sage green. 

The entire lobby is air-conditioned and 
lighted by fluorescent fixtures flush with 
the acoustic ceiling. 


os 


Pale eye-easy green walls and ivory 
ceiling highlight the newly redecorated 
quarters of the Kanabec State Bank, 
Mora, Minnesota. Replacing the old 
bandit barrier screen, the new tellers’ 





For banking service 
with the Pacific Coast— 
on the Pacific Coast— 
or, im the three 
Pacific Coast states 


Whether your business is Coastwide or local, or 
both—this Bank offers a particularly effective 
organization. 


As a customer of any one of our tri-state offices, 
you receive the closely integrated information 
and service facilities of a// our offices. 


Active or reserve funds deposited with this Bank 
are immediately available for use through any of 
our offices at four principal Pacific Coast ports. 


THE BANK OF 
CALIFORNIA 


NATIONAL ASSOCIATION 


Incorporated in 1864 


PORTLAND SEATTLE + TACOMA 









| page newspaper 





counter is finished in blond oak, match- 
ing the other woodwork in the bank. 
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Anniversary Ideas 

As individual banks throughout the 
country chalk up imposing length-of- 
service records, ever-increasing attention 
is given to the promotion of the business 
anniversary as a means of gaining 
public attention and good will. Although 
methods may range from elaborate, in- 
tegrated campaigns to small announce- 
ment advertisements, the quickening 
pace indicates that anniversary-institu- 
tional promotion pays off in prestige and 
profits. 

Propitiously, the 60th anniversary of 
the City National Bank of Kankakee, 
Illinois, coincided with the completion 
of the bank’s interior modernization pro- 
gram. To celebrate the dual event, the 
bank staged an open-house, complete 
with orchids from Guatamala for the 
ladies, cigars for the men, and pennies 
for the school-age visitors. Three full- 
advertisements publi- 
cized the event a week in advance and 
announced details of a prize contest held 
by the bank for the three most interesting 
photographs of the early history of the 
community. 

Spot announcements on a local radio 
station were also used to promote the 
celebration. In addition, the bank took 
two full-page newspaper advertisements 
to thank the contractors, merchants and 
tradesmen who had cooperated on the 
remodeling operation and the hundreds 
of townspeople who had joined in the 
anniversary celebration. 


Bank sale. One of the country’s most 
unusual banks, The Franklin National 
Bank, Franklin Square, Long Island, 
New York, is currently holding a series 
of anniversary bargain sales with reduc- 
tions on the rates charged for banking 
services. 

Half of the main lobby of Franklin 
National, which was built to resemble a 
department store, is devoted to the dis- 
play of many items of merchandise, such 
as home. furnishings, modern kitchens, 
and household appliances. The sale and 
financing of articles of this type, which 
the bank calls its “retail, family bank- 
ing” program, constitute one-half of its 
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total volume of business. Commercial 
transactions, comprising the other half, 
are handled in the regular business lobby 
of the bank. 

“And now—today—just as department 
stores do, we advertise the services we 
sell, at reduced rates,” announced the 
first of the bank’s full-page advertise- 
ments for the sale. Among the bank 
“specials” offered during the first sale 
were: home redecoration financed at 15 
per cent off regular interest rate; a 1948 
Dodge car and a Bendix washing ma- 
chine financed at 15 per cent off the 
recular finance charge; and combination 
storm sash financed at a 20 per cent 
discount. Other bargains offered covered 
such items as gas ranges, refrigerators, 
and garages. 


Other bargains. Personal loans to cover 


hospital bills were offered at 25 per cent | 


below the regular interest rate, reducing 
it to 4% per cent, including insurance. 
The same low rate was offered for 
insurance premium loans. 

Small businesses holding war con- 
tracts were permitted during the sale 
to borrow money at a 20 per cent dis- 
count on the usual interest rate to buy 
machinery, 10 per cent off for working 
capital, and 10 per cent off for financing 
contracts. 

Persons arranging a mortgage loan 
on a home could, during the sale period, 
pay $50 under the usual total costs for 
the mortgage tax, recording, title policy, 
and closing fees. 


Finally, to encourage new household | 
checking accounts, the bank offered 50 | 
per cent off on check charges, giving new | 
customers 20 blank checks for $1, with | 


a limit of 40 to a customer. 

The special sale rates, 
offered as a part of the bank’s twenty- 
fifth anniversary celebration, were avail- 
able at the main office of Franklin Na- 
tional and at its three branches on Long 
Island. 

Historical caravan. Two specially con- 
structed steel buses have been equipped 
with an outstanding series of historical 
displays by The United States National 
Bank of Portland, Oregon, in observance 
of its 60th anniversary. The buses which 
carry many priceless items relative to 
the early history of Oregon will be taken 
to more than 100 communities in the 
state during 1951. 

Actual documents and articles have 
been loaned to the bank for use in this 
Oregon Historical Caravan by many 
museums, libraries, and private citizens 
in various parts of the United States. 
The themes illustrated by the exhibits 
include: Indians; Oregon exploration; 
fur traders; settlers; communications; 
life at home; government; education; 
agriculture; commerce and_ banking; 
industry; recreation; and Oregon today. 
The historical items on display range 
from a letter in which Abraham Lincoln 
declined the governorship of the Oregon 
territory, to rare Oregon beaver coins. 

Official recognition. A special con- 
gratulatory resolution was adopted by 
the Cincinnati City Council on the occa- 
sion of the golden anniversary of the 
Provident Savings Bank and Trust 
Company of that city. In addition, a 
letter of felicitations from Ohio Governor 
Frank J. Lausche commended the bank 
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Extend Night Deposit Service for a Few 


H-H-M 24-hr. Deposit Service for all Customers 


Individuals as well as business firms need 24-Hour Deposit Service during 
busy hours as well as after-hours, over long weekends and holidays. H-H-M 
24-Hour Depositories accept bulk deposits in bags as usual; individual deposits 
in envelopes. The installation shown uses separate deposit heads for bags and 
envelopes, and includes a supply holder for envelopes. Separate or combined 
facilities can be arranged for new installations. Special arrangements can 
be designed economically to meet unusual conditions. H-H-M Depositories 


are easy and safe for men, women and children to use. 


Ask for details about H-H-M 24-Hour Depositories for bulk and individual 


depositors . . . and for data on successful installations. Write today. 


Herring-Hall-Marvin Sate Co. 
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for the constructive human relations 
work that it has accomplished during the 
past fifty years. 

During the Golden Jubilee celebration 
held by Provident, gifts were distributed 
to each of the bank’s 387 employees. 
At the open-house celebration, held in 
each of the bank’s branches, more than 


15,000 corsages were given out to 
women visitors. 
eS ° * 


NABAC Regionals 


Well-balanced programs, aimed at 
banks of all sizes and featuring top- 
notch speakers, are planned for the 
. forthcoming spring series of Regional 
Conferences of The National Association 
of Bank Auditors and Comptrollers. 
Program committeemen are now at work 
mapping out a meaty bill of fare for 
the association members attending each 
of the four conferences. 

The Sixteenth Eastern Regional Con- 


Committee for San Francisco Conference 






NABAC committeemen map programs for forthcoming regional conferences 


ference, first in the NABAC series, will 
be held in Boston, April 16-19, at the 
Hotel Bradford. The advance program 
plans, announced by General Chairman 
William D. MacKinnon, comptroller, The 
Merchants National Bank, Boston, in- 
clude speech and discussion sessions on 
the themes of: Banking as a Career; 
Operating Problems; Auditing Problems; 
and Personnel. In addition to a program 
of timely addresses by leading author- 
ities, the Boston Conference of the 
NABAC, host for the Eastern Regional 
meeting, is arranging a program of 
entertainment and sightseeing for the 
NABAC delegates and their families. 
West Coast plans. Plans are also under- 
way for the Sixth Western Regional 
Conference of NABAC. Scheduled for 
May 7-9, this meeting will be held at 
the St. Francis Hotel, San Francisco. 
According to General Chairman Arthur 
E. Duane, vice-president, American Trust 
Company, San Francisco, the conference 
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19 of America’s 25 Largest 
Businesses are Shawmut Customers* 
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Capital and Surplus $30,000,000 
* Based on Sales Reported by Moody's Manual. 
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committee has selected a list of impor- 
tant subjects and is inviting outstanding 
speakers to discuss them. Entertain- 
ment planned by the committee for the 
conference delegates includes a trip to 
see the redwood trees of Muir Woods 
National Monument and a technical tour 
of the Golden Gate Bridge, the world’s 
longest suspension bridge. 

Toledo too. Toledo, Ohio, will be the 
site of the Second Northern Mid-Conti- 
nent Regional Conference of the NABAC 
which wili be held May 10-12 at the 
Commodore Perry Hotel. Included in 
the advance program plans recently an- 
nounced by General Chairman Lowell W. 
Skilliter, auditor, Toledo Trust Com- 
pany, Toledo, are special panel discus- 
sions on the subjects: Bank Insurance; 
Operations; and Audit and Control 
Topics for Banks of any Size. 

Denver doings. The Second Southern 
Mid-Continent Regional will be the last 
of the four spring meetings of the 
NABAC. To be held in Denver, Colo- 
rado, at the Cosmopolitan Hotel, June 
20-24, the meeting will offer delegates 
an unusually fine selection of discussions 
and addresses by leading’ speakers, 
according to the advance plans of the 
conference committee which is headed 
up by Robert H. Shepler, vice-president 
and cashier, Denver National Bank, 
Denver. 

In addition to full programs of out- 
standing speakers and timely discus- 
sions of interest to bank operating men 
and the sight-seeing and entertainment 
programs, the regional conferences will 
feature displays of new bank equipment 
and services with an abundance of time 
set aside for demonstration purposes. 
Information regarding accommodations 
and reservations for each of the regional 
conferences may be obtained through the 
NABAC National Office at 38 S. Dear- 
born Street, Chicago 3, Illinois. 

A more detailed outline of the busi- 
ness and entertainment programs, to- 
gether with pictures of the conference 
committees for the regionals at Toledo 
and Denver, will appear in the May issue 
of the Burroughs Clearing House. 

The Annual Convention of The Na- 
tional Association of Bank Auditors and 
Comptrollers will be held in New 
Orleans, October 22-25. 


Burroughs Clearing Hou-e 











or- 
ing 
\in- 
the 

to 
ods 


our 
ld’s 


the 
nti- 
AC 
the 

in 
an- 
W. 
om- 
US- 
Ce ; 
trol 


ern 
last 
the 
olo- 
une 
ates 
ons 
ers, 
the 
ded 
lent 
ink, 


put- 
2uS- 
nen 
lent 
will 
ent 
ime 
ses. 
ions 
ynal 

the 
eal- 


usi- 

to- 
nce 
ledo 
sue 


Na- 


and 
New 


use 





ONE State 
of Many 
State National Bank 
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ning has operated on the theory that 
its prosperity and growth must always © 


and growth of North Alabama. 


National Bank from the begin- 


direct ratio to the prosperity 

















to Help Farmers Plan 





ag 


C, T, (QOC) BAILEY 

State National Bank's 

Agricultural Agent for 
Limestone County 


W. J. ALVERSON 
State National Bank's 
Agricultural Agent tor 

Marshati County 


M. E. WILSON 
State National Bank's 
Agricultural Agent for 

Blount County 


The stoff of State National Bank includes 
six agricultural agents whose services are 
available to farmers of six counties at no cost 


ONE 


oO f to them. 
Each of these agricultural agents is an agri- 
M. cultural groduate of Auburn. Each has years 
any of experience assisting formers. The work 


of this bank’s agricultural agents is in coop- 
eration with other agricultural agencies. 


State National Bank's agriculturat agent for 


Good 
Banks 
Serving 
North 
Alabama 





The bank’s agricultural program involves counseling and supervision as well as financing aid 


Six Agricultural Agents 


More Profitable Farm pone 





GEORGE H. LEHNERT 
State National Bank's 
Agricultural Agent tor 

Cullman County 


STATE 


* NATIONAL BANK 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


and Develop 


W. H. BUCHANAN 

State National Bank's 

Agricultural Agent tor 
Lauderdale County 


CARLYLE E. COOK 

State National Bank's 

Agricultural Agent tor 
DeKalb County 





your county will gladly visit your farm, an- 


ONE of Many State National Bank Services... 


HELPING FARMERS 


More Profitable Farm Programs 





Part of 12 acres of pasture 
honeysuckle, clea 
Gooch, Mahion Gosen ‘ana 
Limestone cou 


Making Waste Land Profitable 


Mahlon Gooch and sons Harold, Rich- 
ard and Spencer farm land owned by 
W. R. Hightower 12 — west Hid 
Athens on Highway 72. About 
years ago 13 cows 
month from 8 grade milk. An A grade 
barn wos built, herd was increased, 
waste lands were converted to ee 
and crop rotation was adopted. 


Now 38 cows produce $1,650 a month 


from A grade milk. There are 47 acres 
of permanent pasture. Corn, wheat, 


Plan -and Develop 





Photo iy Sam Hobbs Studio, 
> page et waste — iiderness of bri 

red and git yt (Left to right) W. R. Hightrsrer, Richa “ 
tT {Dee} “Beiter, State National Bank's agricultural agent for 


vetgh, grain sorghum, crimson clover, 
alfolfo and cotton care grown, Last yeor 
corn sold brought $1,000, wheot 
crimson clover seed $1, 7FI, cotton 
she Bo $200" a $3,885. 


C. T. Bailey, State Nationa’ Bank's agri- 
culturol agent for Limestone county, 
assisted with the Gooch-Hightower A 
grade mitk and land conversion pro- 
ject. This project is but one ot 
whot can be done by all agricultural 
agencies and farmers working together. 





alyze its possibilities, recommend plans for in- 
creased profits, and help you corry out the 
plans. 


This bank's agricultural agents have assisted 
a large number of farmers in North Alabama. 
They have records of results on widely diversi- 
fied farm projects. Read about these projects 
from week to week in this newspoper, starting 
next week, 





Our Agricultural Agent Will Help YOU 


State National Bank hes six trained and experienced agricuiturel 
agents who work 
G, T. (Doe) Bailey ie this bank's agricultural agent for Limestone 
county. He is an agricultural graduate of Auburn, ond hae 20 years 
experience assisting farmer &. He will gladly edme to your farm, 
analyze its possibilities, and help you plan and carry out more profi- 
table programs His services cost you nothing. Telephone him at 
Athens 406. 


in cooperation with gther agricultural agencies. 


C. T. (Doe) Baitey 
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INCLUDING LONG-TERM LOANS 








CREDIT THAT BUILDS FARMS 


More than 25 per cent of this bank’s farm loans 
are devoted to long-range improvement projects 


HE farm program which we have 

had in effect during the past dec- 

ade has had much to do with our 
growth from a $2 million institution 
in 1937 to one of $45 million today. 
We believe it has also contributed 
a great deal toward making farming 
in Northern Alabama more satisfying 
and profitable. 

The key to our agricultural lending 
program is to be found in our six out- 
side farm men, all college-trained spe- 
cialists with considerable experience. 
Only with their expert counsel and su- 
pervision has it been possible to open 
doors to better farming, often entail- 
ing long-range improvement projects 
such as pasture development and live 
stock expansion involving long-term 
credit, examples of which will be cited 


April, 1951 


By 
T. J. COTTINGHAM 


President, State National Bank, 
Decatur, Alabama 


later. Only through them could we have 
approximately $7 million in farm 
loans, none of which are in default; 
worked out detailed farm management 
pians and provided the supervision to 
make them succeed; and helped to cre- 
ate markets without which diversifica- 
tion programs would be impractical. 
The area served by the bank’s 14 
offices is primarily agricultural, and at 
one time most of the cultivable land 
was almost entirely devoted to cotton. 
Our present farm program had its 
start in 1940 when we hired our first 
farm agent, in Cullman county just 



















south of Decatur. Here the average 
farm was 53 acres, and a mediocre 
trucking activity predominated, with 
old-fashioned methods and little diver- 
sification. As a first move to expand 
local incomes the bank financed calves 
for farm youths, interested them in 
live stock contests, and assisted in 
teaching them the fine points of show- 
manship. A flourishing dairy industry 
has since been established, and from 
calves the younger generation has ex- 
panded its activities to include pigs 
and poultry. 

This in general has been the pattern 
throughout. In the main we have had 
to start with farm youth, the 4-H and 
FFA groups, whose members are more 
amenable to suggestions and training. 
Another factor here has been the de- 
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sire to help stem the exodus of young- 
sters from the farms, by making rural 
life pay better and be more stimulat- 
ing. The need for this is seen from the 
fact that only three per cent of the 
graduates of Alabama Polytechnic In- 
stitute who come from farms return to 
them after receiving their education. 
As to older people, we have found that 
many of them are too set in their ways 
to make changes rapidly. Today, of 
course, we are working with farm 
folks of all ages, as the older genera- 
tion has come to recognize through ex- 
ample the advantages of some of the 
newer ideas based on scientific re- 
search. 

At any rate, the employment of our 
first farm specialist proved to be prof- 
itable to the county and profitable to 
the bank. I had warned our directors 
that the initial step was “bread cast 
on the waters” and that it would be 
five years before we could expect to get 
our money back. To the surprise of us 


all, the program was paying for itself 
in two years. Since then we have added 
agricultural agents until we now have 
six outside men, who are assigned on 
a territory basis, and we plan to ex- 
pand this staff still further as soon as 
we can locate individuals with the nec- 
essary qualifications. 

This is not an easy task, for select- 
ing the right type of farm men is of 
utmost importance. We even want to 
know their history through grammar 
and high school, and literally spend 
months in checking not only their ex- 
perience and capabilities but also their 
habits and character. The reason for 
this is that they operate quite largely 
“on their own,” for we trust them to 
do their jobs without detailed super- 
vision. Also, we do not require them to 
prepare voluminous reports on their 
calls nor to maintain extensive records, 
a fact that is especially appreciated by 
the men who were formerly county 
agents. We considered setting up a 


Management found the program paying for itself in two years 


President T. J. Cottingham (right), conferring with Vice-President J. S. Wyatt (center) 
and Farm Agent C. T. Bailey, is enthusiastic over results 



































credit file on all farmers in the area, 
but decided it would involve too much 
paper work to develop and maintain, 
Instead, we have endeavored to have 
one or more leaders in every commu- 
nity from whom we can obtain a 
background of knowledge on loan ap- 
plicants with whom we have no credit 
experience. We strongly prefer to keep 
our farm men out of the offices and 
into the fields. 

These men do not confine their ac- 
tivities to the bank’s customers. Also, 
they do not directly solicit or pass upon 
loan applications. Instead, they con- 
centrate on working out sound farm 
plans, and the farmers invariably take 
the initiative in asking if the bank will 
handle any requisite financing. Actu- 
ally, of course, the agricultural special- 
ists do make recommendations to the 
executive committee passing on the 
loans, but to the public they are not di- 
rectly concerned with making credit 
decisions. Incidentally, it is worth 
pointing out that their recommenda- 
tions must be sound from a financial 
standpoint, since the advocated pro- 
grams must have every prospect of 
“paying out” in order to qualify for 
bank credit, and this fact is of distinct 
advantage to the farmers concerned. 
It keeps the planning practical, instead 
of straying into the “ideal’’ or theo- 
retical category. 


SSENTIALLY, the bank is empha- 
sizing a pasture building and live 
stock development program, involving 
in many instances loans of two or 
three years, with amortization ar- 
rangements depending upon individual 
circumstances. In the case of dairy 
herds producing regular revenue, the 
loans are being liquidated on a month- 
ly basis. With beef cattle, however, the 
farmer may reduce his loan very little 
the first year. No one can go into a 
live stock venture without permanent 
pastures, which involve an expenditure 
of $35 to $40 an acre. The investment 
does not yield a real return for 12 
months. 

Loans for live stock and pasture im- 
provement programs require more su- 
pervision than is involved in ordinary 
cotton loans. If a farmer has not had 
experience with a beef cattle program, 
for example, one of our men will help 
him to determine how much and what 
types of stock to buy. He will help the 
farmer make a selection, or in some 
instances he will make the entire se- 
lection himself. Helpful in this con- 
nection is the fact that we have a cus- 
tomer in the cattle business who 
is constantly making the rounds of 
the various sales, and can make ad- 
vantageous purchases that meet the 
bank’s specifications as to grade. 

Generally, on smaller farms we are 
emphasizing dairy cows and hogs or 
poultry. On larger operations, we tend 
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Keystone of the bank’s program is conversion of much of the land to live stock farming 


In these and many other ways the 
bank is opening doors to better 
farming in Northern Alabama 


to recommend beef cattle and dairy 
cows, a cow and calf program, or a 
steer program. 

On the other hand, we are not trying 
to overdo changes or to press them too 
quickly. Much of the farm territory is 
natural cotton country, and in some 
sections from 90 to 95 acres out of 
every 100 acres is devoted to this crop. 
On such farms there are no pastures, 
no feed crops, and no fences to sup- 
port a live stock program. It is im- 
possible to change the pattern over- 
night, and progress must await the de- 
velopment of the necessary facilities. 
We don’t advocate too large an acre- 
age diversion at first. The initial step 
is usually to get the farmer to grow 
a seed crop. Also, we adapt the pro- 
gram to fit the land. Some of the val- 
ley land, for example, is too low for 
certain grasses which will not stand 
excessive water. We use findings of the 
local Experiment Station and _ local 
farmers’ experiences as helpful guides. 
A year-around grazing program is one 
major objective, this having proved to 
be feasible due to the mild winters. 
After a work plan has been well estab- 
lished on an individual farm, the need 
for supervision lessens. 

In volume, our longer-term loans for 
major changes such as pasture develop- 
ment and live stock farming total some 
$1.7 million out of the entire farm loan 
portfolio of about $7 million. Follow- 

}ing are some specific examples of in- 
dividual farms, the problems confront- 
ing them, the solutions developed by 
our farm men, and the long-term fi- 
hancing arrangements made. 

During 1947 Wilson Corder returned 
from the army a mature man without 
a financial rating. He became inter- 
ested in dairy farming and applied to 
the State National Bank for a loan 
to buy cows, a barn and equipment. 

See FARM CREDIT—Page 71 
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Above: Farm Agent Bailey helps mother and son with poultry project 


Below: Agent G. H. Lehnert and live stock “experts.” Work with farm youth is emphasized 














Especially timely under today’s conditions 


is this informal survey of bank experience 


Current ‘Trends in 
BANK-BY-MAIL SERVICE 


SURVEY of bank-by-mail activ- 
ity has just been completed by 
Burroughs Clearing House. This 

survey provides a first-hand report on 
the voiume trend in a number of se- 
lected banks, on present promotional 
efforts, on operating methods, costs, 
and the advantages of this class of 
business under current conditions. 
That bank-by-mail activity can rep- 
resent a surprising portion of bank 
deposit volume is one of the facts de- 
_ veloped by the survey. This is the case 
at the American National Bank and 
Trust Company of Chicago, where 





COVER PICTURE 
Bank-by-mail deposits are checked 
directly in the mail room at the 

National Bank of Detroit 





W. KENDALL BROWN 
Editorial Staff, Burroughs Clearing House 


bank-by-mail deposits constitute more 
than 25 per cent of the total deposit 
volume, by number of deposits. At the 
State Bank and Trust Company, 
Evanston, Illinois, mail deposits ac- 
count for 24.23 per cent of total de- 
posits. Both American National and 
State Bank are single unit operations, 
since branch banking is not permitted 
in Illinois. A check on the mail deposit 
volume at The National City Bank of 
Cleveland, a branch operation, re- 
vealed total mail deposits numbering 
890 daily for the month of December, 
1950, according to Dale Brown, assist- 
ant vice-president of the bank. “This 
monthly mail deposit volume repre- 


sents 20.8 per cent of all deposit 
volume,” said Mr. Brown. 

Figures for the mail deposit to 
overall deposit volume vary consider- 
ably. The exceptionally high percent- 
ages cited above, with mail deposits 
making up one-fourth to one-fifth of 
the deposit volume, would indicate the 
substantial role that banking-by-mail 
can be made to play in a banking op- 
eration, rather than the position it 
occupies in the average bank. On the 
whole, bank-by-mail is responsible for 
about 10 per cent of the deposit volume 
by number in the various banks sur- 
veyed. 

Turning to the development phase 
of mail banking, Roland T. Carr, vice 
president, The Riggs National Bank, 
Washington, D. C., points out that 
while mail deposits in his bank date 
back over a century, it is only during 


Two distinct types of bank-by-mail forms, both of which have many adherents 


Combined envelope and deposit slip 





Envelope with separate inserts 
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Each morning commercial tellers check mail deposits for accuracy at 
Manufacturers National Bank of Detroit 


the past 15 years that the activity has 
been emphasized. A recent advertise- 
ment in the bank’s historical series 
indicates that a deposit was received 
through the mail in 1846 from John C. 
Calhoun, former vice president of the 
United States. 

“It was during the middle 1930’s and 
after,” reports H. J. Wills, assistant 
vice president, Central National Bank 
of Cleveland, “that bank-by-mail vol- 
ume began to pick up in response to 
promotional effort. With just the usual 
enclosures in commercial statements, 
lobby posters, etc., our bank-by-mail 


volume grew most rapidly during the 
years of World War II. We encouraged 
the growth of bank-by-mail at that 
time and do now,” continued Mr. Wills, 
“because a relatively inexperienced 
clerk can handle many more bank-by- 
mail deposits than a similarly inex- 
perienced teller.” 

Desiring a larger volume of bank- 
by-mail transactions, the Central Na- 
tional Bank directed all of its adver- 
tising effort during a period of three 
months in the early part of 1950 
toward promoting this service. At the 
end of the year, the bank recorded a 


43 per cent increase in mail transac- 
tions with the volume still showing a 
steady growth. During the past four 
years bank-by-mail usage has doubled 
at the Society for Savings, Cleveland. 
The Society attributes this growth to 
an intensive advertising and publicity 
campaign supporting the service. 
Banking-by-mail has been promoted 
extensively by the Society through 
direct mail, newspaper advertise- 
ments, radio, television, directory 
advertisements, counter displays, and 
publicity releases. 

The Security-First National Bank 
of Los Angeles was inactive in pro- 
moting bank-by-mail for many years, 
but within the past six months has 
begun to push the service energetically 
in the Los Angeles area. The primary 
reason for this change of policy is that 
branches have been packed with cus- 
tomers and managers have been seek- 
ing relief from the congestion. 


The Security-First National has 
found that any area with a large “re- 
tired” population is potentially a rich 
market for banking-by-mail. Elderly 
people are glad to avoid the trip to the 
bank and, having had more banking 
experience, tend to understand and 
appreciate mail banking more than 
younger persons. Security-First be- 
lieves that advertising will draw many 
mail deposits in an area where homes 
are widely scattered and distant from 
the bank. Direct mail advertising pro- 
moting mail banking is used by 
Security-First in the subdivisions 
around Los Angeles. 

To promote banking-by-mail to cus- 
tomers and potential customers, the 
American National Bank and Trust 
Company of Chicago uses lobby easel 


The direct mail folder is a major promotional medium for bank-by-mail services 


Samples of well-designed folders that have been enclosed with monthly statements 
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cards, window displays, and special 
mailing pieces, in addition to state- 
ment enclosures carrying order forms 
for bank-by-mail kits. This bank re- 
ports that a normal return on the 
statement enclosures offering supplies 
for mail deposit runs approximately 
seven to eight per cent. 

A consistent advertising campaign 
exploiting bank-by-mail service is the 
policy of The Peoples National Bank 
of Norristown, Pennsylvania, accord- 
ing to T. Allen Glenn, Jr., president. 
“Over the years,” said Mr. Glenn, 
“this should mean an increasing per- 
centage of deposits handled in this 


way, which will, of course, relieve 
lobby congestion.” 
Newspaper advertisements urging 


readers to phone or mail a coupon re- 
questing a bank-by-mail kit have ac- 
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‘ fi < 
BANK-BY- MAIL! 
Just think o’ what you could do with on extra 
hour or so every day. BANK BY MAIL an’ have 
more time for your favorite fun! A specially 
designed envelope assures safe handling on’ 
prompt acknowledgment of your deposits. 
We'll mail your statements, too. Why not get 
started today? 


Cie Wiad INK 


AND TRUST COMPANY + OKLAHOMA CITY 




















counted for a high percentage of new 
mail depositors at the Erie County 
Savings Bank of Buffalo, New York. 
In recent months, television commer- 
cials have originated a_ substantial 
number of mail deposit accounts for 
this bank. Television particularly 
offers many opportunities for drama- 
tizing the ease and convenience of 
banking through the mails, stated 
Bender E. Gilbert, public relations offi- 
cer of the bank. “For example,” said 
Mr. Gilbert, “a farmer is shown taking 
his mail out of his RFD box. He ex- 
hibits, close up, the bank’s envelope, 
tells the audience how the bank pays 
postage both ways, how it always 
sends him a fresh postage-paid en- 
velope for his next deposit. The tele- 
vision camera then switches to an 
announcer who exhibits the bank-by- 
mail kit and urges his listeners to 
write or phone for it.” 

Special uses of bank-by-mail facil- 
ities have been pushed in the news- 
paper advertisements of The Richland 
Trust Company, Mansfield, Ohio. Some 
have exhorted Christmas Club deposi- 
tors to make their weekly payments by 
mail while other ads have invited per- 
sons leaving for the armed services to 
do their banking close to home by way 
of mail deposits and withdrawals. 
Lobby displays are also used by Rich- 
land Trust to publicize the service. 

“We have promoted banking-by-mail 
in various ways,” said W. M. Sherrill, 
advertising and publicity manager, 
First National Bank in St. Louis, 
“through lobby posters, newspaper 
and direct mail advertising, on our 
Audichron, street car and bus cards 
and various other media. We promote 


banking-by-mail as a service, in the 
same way that we promote savings, 
special checking accounts, etc.” 

Banking-by-mail is featured in the 
promotional activities of the United 
Savings Bank of Detroit, which d-- 
cided to offer the service with postage- 
free mail envelopes supplied to all de- 
positors upon request in 1949, and The 
Exchange Bank of St. Augustine, 
Florida, which began using bank-by- 
mail envelopes only 18 months ago. 

Generally treated as a service faci!- 
ity, banking-by-mail is readily pro- 
moted along the theme of customer 
convenience, and this is by far the 
most consistent advertising approach. 
In a few special cases, such as that of 
The Riggs National Bank of Wash- 
ington, D. C., which has a large num- 
ber of depositors in the foreign service 
of the United States Government as 
well as in the armed forces, extensive 
promotion does not appear to be neces- 
sary to insure a substantial volume of 
mail deposits. On the whole, however, 
banking-by-mail seems to require an 
intensive program of consumer educa- 
cation in order to obtain maximum 
benefits. The American Bankers Asso- 
ciation’s 1951 survey of bank adver- 
tising expenditures indicates that 
bank-by-mail activities will be well 
supported this year by the average 
bank. For the third consecutive year, 
the A. B. A. survey rates banking-by- 
mail in seventh place out of seventeen 
major bank services that receive ad- 
vertising attention. 

While, as in all things, widely- 
differing opinions and judgments are 
held on the subject of banking-by-mail, 
the. statement of Dorcas Campbell, 


Advertisements generally stress customer convenience theme 
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PARKING 
PROBLEM? 


then BANK - BY - MAIL 


If traffic or parking problems make it inconvenient 

for you to get to the bank, let Richland Trust’s Bank- 

By-Mail service take care of your banking for you. 
Write or phone (4289-6) Russell McCullough, our 


Mail Tellier, for your Bank-By-Mail form tomor- 
row or ask for one the next time you come in. 


AD [56 Gramay 








BAN 


HERE'S ALL YOU DO 
Mall envelope provided by beak. 


Drep envelope in mail box. 
MEMBER FEDERAL 










K BY MAIL 
ANOTHER HIBERNIA NATIONAL SERVICE 
FOR YOUR CONVENIENCE 


A 3c STAMP IS ALL IT TAKES... 
When you bank-by-mail at the Hibernia Na- 
tional, the pdstman becomes your personal mes- 
senger and the mail box, your receiving teller. 
No matter where you live, the Hibernia National 
is as near as the nearest mail box— 


Pill out deposit form on flap of special Benk-by- 


DEPOSIT 





You make your 
own banking hours, 
when you Bank-by-Mall 


The Hibernia 
National Bank 


iN NEW ORLEANS 
Established 1933 


Enclose checks (properly endorsed), Seal—and 
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This Kit 


shows you how to 


BANK 
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Attractive bank-by-mail kit contains forms, instructions, 


assistant vice-president, East River 
Savings Bank, New York City, per- 
haps best reflects the sentiments of 
financial officers on this type of serv- 
ice. Summarizing the policy of her 
own organization, Miss Campbell said, 
“We believe in it... Banking-by-mail 
is not just a matter of promotion with 
us, but a necessity for many of our 
loyal depositors.” 

In spite of the fact that bank-by- 
mail is big business among some 
banks, it is avoided by others. One 
bank which deliberately makes no 
effort to promote mail banking is Cal- 
ifornia Bank, Los Angeles. Advertis- 
ing manager Michael Donnelly says 
“We’d rather take our branches to the 
customers.” With its widespread 
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A MAN WITHDRAWAL 
ORDER form 





YOU CAN OPEN ANY OF 
THESE ACCOUNTS BY MAIL 


INDIVIDUAL ACCOUNTS can be opened in the 
name of any person, and by or in the name of « 
minor. They arc controlled entirely by the person 
whose same they bear and are payable to the 
depositor’s estate in case of death. 
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JOINT ACCOUNTS can be opened by any two 
individuals aod may be drawn upon by either. 
They are payable to the survivor in case of death. 


ziva | XNVE go, 


you designate. 
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VOLUNTARY TRUST ACCOUNTS may be opened 
by one person in trust for a designated benefi- 
ciary. The account. may te withdrawn by the 


person who opens it, without the consent of the dividends. 





neighborhood branches, this bank feels 
no need to try to persuade people to 
mail in their deposits. 

A relatively wide degree of latitude 
is exhibited in the daily operating 
procedures utilized for banking-by- 
mail, depending for the most part upon 
the mail deposit volume within a par- 
ticular bank. Commercial mail deposits 
at the American National Bank and 
Trust Company of Chicago are opened 
by special mail tellers, who split the 
envelopes three ways to make certain 
that no checks are left inside, accord- 
ing to C. A. Hemminger, director of 
public relations. The second sheet of 
the deposit ticket, which serves as a 
receipt, is removed by the mail teller 
and the amount of the deposit is writ- 


Banking-by-mail ranks seventh in a 1951 survey of advertising 
expenditures involving all media 


Below, car-card used by the East River Savings Bank, New York City. 


Right, lobby display 


used by The Richland Trust Company, Mansfield, Ohio 
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EAST RIVER 


SAVINGS 
BANK 


beneficiary. Upon the death of the Trustee (the 
person who opens it), the account is payable to 
the beneficiary. 
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TO MAKE WITHDRAWALS: Use the flap on the Bank- 
By-Mail Envelope marked “MAIL WITHDRAWAL 
ORDER". Fill out this form, signing it with your 
mame exactly as it appears on your Pasbook. 
Enclose your Passbook with it in the envelope and 
mail to the bank. By return mail, we will send you 
a bank check payable to you or any other persoa 


pesyapha arses wang aie tery athe 
any quarterly interest dividend period). Interest is 
required credited to your account four times « year, January 


the beneSt and profit of its depositors. Earnings 
after expenses, other than for a reasonable addition 
to the Surplus Fund to insure further the safety of 
depositor's savings, are paid in the form of interest 





Like thousands of our 
depositors, you will fied 
this Bank-By-Mail Kit very 
simple to use. 


Firs, you mun deviate on 
the type of Savings Account 
you wish. You may we that 
two or more might be the 
answer to your Sevings 
Program — an Inmvipuat 
AcOOUNT for you: a Jorn) 
Account for you and some 
other person; a VoL NTARS 









foim acoouna. After 

take from the Kit the Signature form for 
of Account, and Gill out and sige it, using the apeci- 
men shown on inside pages as 4 guide. 


‘Then use the Benk-By-DMait 
two printed flaps of 
form. Fill ic in, war it off and seal it in the envelope 
with your money order or check aed the Sigasturc 
form. Currency showld be seut by registered mail. . 


No pounge is needed. Simply drop i: in your 
ewarest U.S. Mail Box. (The Withdraws! Form 


1. 3 Signature Ferms 3s 1, April 1, July 1 and October 1, and earns interest paorgetthy-! iccmn a 
(from which te choose) ca a canal las cae: Mima: 
2. A Bank-By-Mail Envelope Since 1854 when its doors first were opened, the By recure mail we then will send your sew Panhook 
SAVINGS B record of paying dividends to its depositors. This for your eext mail transaction. In the fucure, 
A MAM DEPOSIT form =e bank is a mutual savings bank, operated solely for whenever deposies or withdrawal by mail 


DEPOSIT 
form. I: will be rerurned to you promptly. 








advertising on other bank services 


ten in the space provided on the ticket. 
The teller then receipts the second 
sheet or copy and returns it to the 
customer together with a new bank- 
by-mail set for his next deposit. Save- 
by-mail deposits, also featured by 
American National, are routed direct- 
ly to the savings department where 
envelopes are opened by a rail officer 
who turns the deposits and tickets 
over to the savings tellers for process- 
ing. Savings depositors are permitted 
to withdraw funds by mail by sending 
the bank a written request with their 
passbook enclosed. The large number 
of bank-by-mail deposits at the Amer- 
ican National, adds Mr. Hemminger, 
has the advantage of providing a 
See BANK-BY-MAIL—Page 77 
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A veteran Oklahoma banker reealls how he opened 
for business in a tent town... with a ledger 
book, small safe and a revolver 


“BOOMER’ BANKING 
in Homestead Days 


66 AGTOWN. Goo Goo Alley. Screw- 
door Victor. The green pigs.” 
Overhearing such wordage in 

a bank lobby, you might cock a curious 

ear and edge closer, recalling that— 

in radio programs at least—corner-of- 
the-mouth conversation usually take 
place in side street cafes. 

But if at the time you happened to 
be in the lobby of the Oklahoma Na- 
tional Bank in Chickasha, Oklahoma, 
you would find that you were merely 
kibitzing as Senior Vice President 
Frank T. Chandler talked with a 
friend about old times. And the talk 
would be of banking. Banking as few 
of us have seen it. Banking whose 
memory lets Mr. Chandler take the 
vicissitudes of modern finance with 
more than ordinary aplomb. 

It was in August of 1901, six years 
before Oklahoma became a state, that 
Frank Chandler hopped aboard a flat 
car on the new Chickasha to Mangum 
spur of the Rock Island Railroad, 
battled with other “boomers” for a 
beachhead of sitting space and headed 
toward the beginning of a banking 
career. He was bound for the Kiowa 
section of the Oklahoma Territory. 
Land. was being opened for settlement 
there. 

On the train with him was part of 
his banking equipment—a tent, a big 
ledger book and an oversize revolver. 
These were to be, respectively, his 
banking quarters, his bookkeeping de- 
partment and his bank guard. To come 
later were his desk and small, square 
safe. 

He got off the train at Hobart, a 
spot of acreage chosen as the seat of 
Kiowa County, and set up his tent. 
The canvas banking quarters proved 
appropriate, for Hobart was to grow 
into a town of some 2,000 tents before 
experiencing its first frame building. 
Until the canvas buds began blooming 
into sturdier structures, residents and 
the people back up the rail line in 
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By B. T. SALISBURY 
Editorial Staff, Burroughs Clearing House 




















I9O1 ... Frank T. Chandler launches tent “bank,” does a brisk business 
at Hobart in Oklahoma Territory 


Chickasha, Mountain View and other 
towns called the new settlement 
“Ragtown.” 

For no particular reason that Mr. 
Chandler can remember, the tent 
bank’s street became known as “Goo 
Goo Alley”. Like all of the others, it 
rambled indecisively among the tents 
without apparent beginning or end. 

It did not take Mr. Chandler long 
to learn that banking on Goo Goo 
Alley would be unorthodox. The main 
interest of each resident was to buy 
a piece of property within the limits 
of the new county seat. At daily auc- 
tion, property was sold for cash only. 
The boomers had to back up their 
successful bids with money, then and 
there, so most of them kept large 
sums in their pockets during auction 


hours. But they needed a place to keep 
their funds safe from overenthusias- 
tic land buyers while they slept. So 
the Hobart National Bank (as it was 
chartered) became a very busy place 
every night and morning. 

Mr. Chandler set up his safe, a 
square, screwdoor Victor (“It did have 
a time lock’) on a knoll outside the 
tent. Each day at dawn residents 
swarmed from their tents and lined up 
as Chandler opened the safe and dis- 
pensed funds. At night he went 
through the process in reverse. And 
the merry-go-round of bookkeeping 
which the procedure entailed kept him 
out of his*bedroll until two or three 
o’clock every morning. 

A visitor asked Mr. Chandler why 
he left the safe, with most of the 
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1903 .. . Hobart is no longer a tent town, and the bank (far left) is first brick structure 











I9S1 |... Mr. Chandler is now senior vice-president of the Oklahoma 
National Bank in Chickasha 


town’s money in it, sitting on the 
knoll in plain view of everyone. 
“The fact is,” Mr. Chandler said, 
“that safe is in the safest place I can 
think of.” Then, patting his revolver, 
“Every man in town wears one of 
these. And almost every man in town 
has money in my safe. So they all 
keep one eye and an ear tuned to that 
knoll night and day. I’m a little scared 
every time I go out there myself.” 
Business was so brisk that Chandler 
did not take time to work out a system 
of fees for the safe’s service. 
“Then I suddenly decided I wasn’t 
making any money swinging that safe 
door,” he said. 
Each day as the town lots were 
sold the money was shipped out of 
Hobart. The government deposited 
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none of it in the little bank and 
Chandler realized that he did not have 
funds to keep the town’s business life 
going. So he made arrangements with 
the First National Bank of Kansas 
City and that bank honored his stand- 
ing order for $10,000 each day. And 
once past the first surge of handling 
money for the land buyers, the bank 
began to fit into a more normal pat- 
tern. Mr. Chandler cashed checks for 
50c per $100 and loaned money, taking 
chattel mortgages on livestock and 
equipment, usually at the rate of two 
per cent per month. 

Mr. Chandler avows the American 
citizen’s honesty was never at a higher 
point than in the year 1901. That year 
he cashed thousands of checks for 
Hobart people and itinerants—many 








of them on no better credentials than 
an honest face—and doesn’t remem- 
ber losing a dime on a bad check. 

Although the customers of his bank 
continually proved themselves honest 
and there was never an attempted 
robbery, Mr. Chandler was always on 
guard. One night, late, while he was 
working on his books, he was startled 
to see a huge roll of bills planked 
down on the table before him. The man 
behind the money, after being assured 
that Mr. Chandler was the banker, 
said “There’s $10,000. Will you keep 
it for me? I’m afraid to sleep with it.” 

“So am I,” Mr. Chandler told him. 
“The safe’s locked. And how do I 
know you wouldn’t have someone come 
in here and steal it from me later to- 
night, leaving you in the clear to come 
back tomorrow with your receipt and 
take me for another $10,000?” The 
stranger saw the point and took his 
leave. But he was back in the morn- 
ing, deposited his $10,000 and became 
one of Hobart National’s best cus- 
tomers. 

J. D. Morse, now president of the 
Home State Life Insurance Company 
in Oklahoma City and one of Mr. 
Chandler’s friends, recalls one loss 
which the banker did absorb. “But,” 
Mr. Morse says, “I’m sure Frank 
would blame it more on ‘living condi- 
tions’ than skulduggery. 

“During the summer,” Mr. Morse 
says, “one young fellow in Ragtown 
decided the town would be a good 
market for some fresh pork. So he 
arranged a loan from Frank on a 
couple of dozen young pigs, intending 
to fatten them and sell them in the 
Fall at a big price. 

“The loan would have come out all 
right too, but the young fellow was 
one of the scores of Ragtown people 

See “BOOMER” BANKING—Page 80 
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This A-to-Z explanation with actual applications 
is an important step forward in helping banks 
of all sizes to know their true costs 


A New, Working Manual 
on BANKING COSTS 


By 
CLARENCE H. LICHTFELDT 


Chairman, Bank Cost Committee, The 

National Association of Bank Auditors 

and Comptrollers, and Comptroller, First 

Wisconsin National Bank, Milwaukee 1, 
Wisconsin 


N its preparation of the new Bank 
Costs manual, the Bank Cost Com- 
mittee of The National Association 

of Bank Auditors and Comptrollers 
proceeded under two strong influences. 
One of these was imposed by outside 
forces and one the committee imposed 
upon itself. Both have left their im- 
print on the book. 

The first of these influences was pro- 
vided by the fact that the manual was 
prepared in a period of rapidly mount- 
ing costs. The committee’s research 
and studies continuously revealed in- 
stances where the costs of bank serv- 
ices had shown substantial increases 
while selling prices had remained sta- 
tionary. Commercial accounts and safe 
deposit services were two familiar ex- 
amples. To the committee, this served 
constantly to emphasize the fact that 
the manual was being prepared for 
the primary purpose of producing the 
figures needed by .management to 
maintain profitable bank operation. 

The second influence was the com- 
mittees’ determination to turn out a 
practical working manual. No attempt 
was to be made to design a separate 
set of cost accounting records. Instead, 
the objective was to present a method 
that would permit the bank to trans- 
late its regular records into cost ac- 
counting figures. 

Working under these influences, the 
committee has produced a work that 
we believe will be recognized as a step 
forward in bank cost accounting. It 
is an unusually complete book, contain- 
ing some 360 pages, including 160 
charts and worksheets. It contains both 
elementary and technical material. It 
offers a working guide to the smaller 
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bank and the latest thinking on bank 
costs to the larger institution. 

A further factor of importance in 
the manual was its sponsorship. The 


committee behind it was composed for 


The manual contains 360 pages, 


the most part of practical bank cost 
men, handling bank costs in their own 
banks. For good measure, there was 
included a bank officer who formerly 
had served as secretary to the technical 


has 160 charts and worksheets 


BANK COSTS 


THE NATIONAL ASSOCIATI 
AUDITORS AND COMpT 


CHICAGO, 


ON OF BANK 
ROLLERS 
ILLINOIS. 
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committees of the association and also 
the present secretary to the technical 
committees. In addition, the commit- 
tee was fortunate in having as a com- 
bined member, critic and consultant, 
Professor Gibson, Professor of Ac- 
counting of the University of Wiscon- 
sin. It is noteworthy that some three 
years, including a good many thousand 
hours of work, went into the manual. 

The manual takes up bank costs in 
natural stages. These not only assist 
in the explanation and understanding 
of the subject but also serve to define 
independently useful stages of work 
that a bank can perform on bank costs 
if it does not wish to go all the way 
at the beginning. 

A consistent pattern for approach- 
ing bank costs is presented and fol- 
lowed throughout the book, whether it 
be in the elementary part, the parts 
devoted to the smaller or larger banks, 
or in the text and reference material. 
The different worksheets used to illus- 
trate the procedures in the reference 


material are related to each other, as 
applying to the same bank, and do not 
appear as isolated or hypothetical ex- 
amples taken from different banks. 

The committee realized that the field 
of bank cost accounting is a broad one 
and therefore prepared the manual in 
four parts. Each of these will be help- 
ful in itself toward the solution of 
some phase of the cost program with- 
out requiring the reading of subse- 
quent parts. The four parts are as fol- 
lows: 

Part I. General Principles of Bank 
Cost Accounting. The approach in 
Part I to a study and presentation of 
the general principles of bank cost ac- 
counting is not by means of a compre- 
hensive discussion of principles and 
procedures, nor by the use of illustra- 
tive figures or amounts, but by means 
of flow charts and schedules expressed 
in words rather than in amounts. This 
permits a more condensed and concise 
presentation for clearer understand- 
ing. At the same time, the use of flow 


After 35,000 man-hours of work, a final review by the committee 























As shown from left to right in the pic- 
ture above: 


George W. Weger, assistant auditor, 
First Wisconsin National Bank,’ Mil- 
waukee, Wisconsin 


| Harry E. Mertz, secretary to technical 
committees, The National Association 
of Bank Auditors and Comptrollers, 
Chicago 


Charles C. Looney, comptroller, Harris 
Trust and Savings Bank, Chicago 








Bank Cost Committee 
| 





Clarence H. Lichtfeldt, committee chair- 
man and comptroller, First Wisconsin 
National Bank, Milwaukee 


Alvin J. Vogel, vice-president, Central 
National Bank, Chicago 


J. C. Gibson, professor of accounting, 
School of Commerce, University of 
Wisconsin, Madison 


Not shown: O. B. Lovell, comptroller, 
First National Bank, Madison, Wis- 
consin 
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charts and schedules permits the anal- 
ysis of some of the forms suggested 
for use in computing cost accounting 
figures. 

It is comparatively easy to trace 
bank income to the particular function 
which produced it. The manual points 
this out when introducing the first 
chart in the book, a general flow chart 
of income. This s! ows the flow of in- 
come to the functions directly affected, 
such as the interest income on loans to 
the loaning function, the interest and 
dividends on securities to the security 
investment function, of service charges 
on deposits to commercial deposit, time 
deposit and other deposit functions, 
and of other service charge income to 
non-deposit service functions, such as 
safe deposit, bank drafts and official 
check functions, etc. 

Expense, on the other hand, is dis- 
tributed first to departments and then 
to functions. The department, the man- 
ual states, is a natural unit in bank 
administration and the cost of operat- 
ing the various departments is valu- 
able information, even if no other cost 
information is available. Most ex- 
penses can be related directly to de- 
partments with relative ease and de- 
partmental expenses can then be re- 
lated to the various functions which the 
departments serve. This is illustrated 
in the second chart which shows the 
flow of expense through departments 
to functions and also to items. 


Use is made of three factors in un- 
derstanding the income and expense of 
the bank. They are the Cost of Funds 
and related service charge income, the 
Loaning and Investment income and 
expense, and the Non-Deposit Service 
income and expense. 


Part I then goes on, through word 
charts and explanations, to show the 
procedures or steps for producing cost 
accounting figures. They cover: the 
distribution of expenses to depart- 
ments, the statement of departmental 
expense and activity, the distribution 
of departmental expenses to other de- 
partments and finally to functions and 
to item costs, the distribution of in- 
come to functions, the preparation of 
functional profit and loss _state- 
ments such as: the preparation of the 
average balance sheet, the determina- 
tion of investable balances, the distri- 
bution of investable balances, the al- 
location of loaning and investment in- 
come and expense, the allocation of 
cost of funds and deposit service 
charge income, the determination of 
net earnings of completed functions, 
and the determination of earning 
rates. 

Part II. Cost Accounting Figures 
for a Smaller Bank. This provides a 
list of schedules or steps especially 
prepared for the use of the smaller 
bank. It follows the procedures out- 
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lined in Part I. It can be used not only 
by the reader with the smaller bank 
viewpoint, but also to give the reader 
with the larger bank a simpler pre- 
view of procedures which will be used 
in expanded form to meet its require- 
ments. The list of schedules or steps 
are shown in the illustration below. 

Part III. Cost Accounting Figures 
for a Larger Bank. Here the reader 
will find a list of schedules or steps 
prepared especially for the larger 
bank. While these, of course, follow the 
same procedural methods already out- 
lined, they are prepared to meet the 
more extensive requirements of the 
larger institution. It might well be 
pointed out, in view of the brief ex- 
planations accorded Parts I and II, 
that the preparation of these steps 
or schedules required considerable re- 
search, study, and actual working time 
in order to develop them into inte- 
grated, working procedures. 

Part IV. Bank Cost Accounting Ref- 
erence Material. This part is a com- 
bined text and reference book on bank 
cost accounting offered as study ma- 
terial for use in guiding the cost work 
in sound channels and in clarifying 
procedures. It includes much technical 
material that could be gathered only 
through considerable correspondence, 
numerous visits to other banks and ex- 
tensive research in banking period- 
‘ icals and reference books. It is so ar- 


ranged as to permit quick reference 
in answer to specific questions or more 
thorough study of basic cost principles 
and procedures. 

Consistent with previous treatment, 
the cost procedures are presented in 
this part so that cost data evolves by 
separate stages. Each stage produces 
data that are of considerable value, 
even though additional stages are not 
undertaken at the time. The following 
are a few examples of stages or cut-off 
points explained in detail in Part IV. 
1. Activity Records. 2. Statements of 
Departmental Expense and Activity. 
3. Item Costs. 4. Functional Profit and 
Loss Statements. 5. Determination of 
Gross and Net Earning Rates on Vari- 
ous Assets and on Various Deposits 
or Capital Funds. These stages are 
carefully correlated so as to permit 
subsequent extension of procedure in 
a logical pattern. 

This approach does not restrict the 
bank to a limited application of cost 
accounting but permits a gradual ex- 
pansion of the program so that ulti- 
mately, if desired, the bank may put 
it to its fullest use. Some of the im- 
portant uses of the data resulting from 
a more complete application of cost ac- 
counting fall in the following groups: 

1. Controlling internal operations: 
a. Establishing personnel quotas. b. 
Judging the value of the supervisory 
staff. c. Appraising alternative oper- 





ating methods. d. Budgeting of depart- 
mental expenses. e. Rating individual 
employees on the basis of the number 
of items processed. 

2. Managing the bank generally: a 
Testing the profitableness of bank 
functions. b. Suggesting services or 
lines to be emphasized. c. Suggest- 
ing services or lines not to be em- 
phasized. d. Determining rates to be 
charged for services. e. Determining 
interest rates to be allowed. f. De- 
termining interest rates to be charged. 
g. Reviewing investment policy. 

Part IV consists of eleven chapters, 
containing a wealth of material. The 
beginning chapters of the section deal 
with such subjects as the terminology 
of bank cost accounting, the designa- 
tions of bank departments and a dis- 
cussion of the general banking func- 
tions. “Functions,” says the manual, 
“are broad classifications of activity 
or service which encompass parts, or 
all, of the work of the various depart- 
ments located throughout the bank. 
For example, a general type of cus- 
tomer service is regarded as a func- 
tion and is often an accumulation of 
the work of more than one depart- 
ment.” 

Succeeding chapters provide sup- 
plemental discussions of the proced- 
ures already outlined. Since much of 
the cost data required in the early 

See BANK COST MANUAL—Page 76 


Prepared in practical loose-leaf form, the manual takes up bank costs in natural stages 





The Natiqnal Association of Bank Auditors and Comptroliers 


BANK COSTS 








PART I 


OF 


BANK COST ACCOUNTING 


O GENERAL PRINCIPLES O 


PART Ill 
COST: ACCOUNTING FIGURES 
FOR A LARGER BANK 
LIST OF SCHEDULES 








LIST OF SCHEDULES 


Introduction 

General Flow Chart of Income 
General Flow Chart of Expense 
Cost Profit and eta Statement 


to Departments 
Statement of Dapetmnental Expense and Activity 
Close Out of Departmental Expense to Functions 
Unit or Item Coss 
Distribution of Income to Functions 


§ § 5885 


zz 2 gree? oo ev eeNe 

















D nm un Net Baring congie Functions 
DB jon of Earning Rates 
PART II 
COST ACCOUNTING FIGURES 
FOR A SMALLER BANK 


LIST OF SCHEDULES 








Step 1 

Se 2 ee Se oes 

Seep 3 —S Expense and Activity 

op ¢ Chee Ot Cha 4or the Distribution of Dep | Expenses to 
Other 








its and Finally to Functions 
i of Unit or Item Cost Computation—Commercial Deposit Function. 
Step 5 —Disribution of Income to Functions—Direct Allocation 


of | Profit and Loss 
Sccmeoene by Oodle larciageen Seavien wad eset Van 


Step 6a—Preparation of Average Balance Sheet 
of Investable Balances 
Step 6c—Distribution of Investable Balances 
Step 6d—Allocation of Loaning and Investment Income and Expense to Fund 
Functions. 
Sources of the Amounts Shown on the Worksheet for Step 6d. 
Step 6e—Allocation of Cost of Funds and Deposit Service Charge Income to 
Fund Using Functions. 
Searels SS ee oes Be Net Oe Say 
Step 6f —Determination of Se See 
Sources of the Amounts Shown on the Worksheet for Step 6f. 


dudes fer We F 

















to Other Departments and Finally to Functions 
Chart Relating Expenses of Functions to Unit or Item Costs and to Expenses 


Unit Costs of Loaning Ac 
Unit Costs of Trust y org density Trusts) 
Commercial Tellers 
Collection 
Return Item 
Account Analysis 
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Sources of the amounts shown on the worksheet for Step 6d. 
Step 6e—Allocation of Cost of Funds and Deposig Service Charge Income tb 
Fund Using Functions 
Sources of the amounts shown on the worksheet for Step 6¢. 
Step 6f—Determination of Net Earnings of unctions 
—_ Reference Numbers (4a) to (6c) on Step 6f 
Step 6g—Determination of Earning Rates 
PART IV 
BANK COST ACCOUNTING 
REFERENCE MATERIAL 
Chapter I Introduction 
Chapter II Bank Cost Accounting Termindlogy 
Chapter II] The Cost Profit and Loss Statement 
Chapter IV The Distribution of Expenses to Departments 
Chapter V The Development of Dep | Activity or Production Data 
Chapter VI Departmental Statements of Expense and Activity 
Chapter VII The Distribution of Dep: ] Expenses to Functions 
Chapter VIII The Computation of Unit or Item Cost 
Chapter IX The Distribution of Income to Functions 
Chapter X = Preparation of Functional Profit and Loss Statements by 
Relating Earnings to Sources and Uses of Funds 
Chapter XI Branch Costs 
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WASHINGTON VIEWPOINT 








New Reserve Board Head 

William McChesney Martin, as- 
sistant Secretary of the Treasury in 
charge of International Finance since 
1949, was nominated by President 
Truman as chairman of the Federal 
Reserve Board to succeed Thomas B. 
McCabe, who resigned following the 
Treasury-Federal Reserve Board “ac- 
cord” on debt-management and mone- 
tary policies. The Senate promptly 
confirmed Mr. Martin without opposi- 
tion. 

The new chairman can be said to 
have been “literally raised in the Fed- 
eral Reserve System.” Mr. Martin’s 
father, now a St. Louis attorney, had 
helped Carter Glass write the Federal 
Reserve Act and served for some years 
as president of the Federal Reserve 
Bank of St. Louis. The new board 
chairman, one of the youngest men to 
hold the post, was formerly president 
of the New York Stock Exchange, 
headed the Export-Import Bank, has 
been a member of the Stock Exchange 
and a partner in the St. Louis broker- 
age firm of A. G. Edwards & Sons. 

In his letter of resignation Mr. Mc- 
Cabe said he was anxious to return to 
the presidency of the Scott Paper 
Company, of Chester, Pennsylvania. 
He left his firm in February, 1948, to 
succeed Marriner S. Eccles as chair- 
man of the Reserve Board. 

Mr. McCabe recommended Mr. 
Martin to the Reserve Board and the 
President promptly accepted the sug- 
gestion. 

High in his praise of Mr. Martin’s 





ability, Mr. McCabe wrote the Presi- | 


dent: “I would be loath to leave this 
position of such great responsibility 
if I did not feel that it would pass into 
such capable hands, and that the ap- 
pointment would be so well received 
both within the Federal Reserve Sys- 
tem and by the financial community 
generally.” 

Mr. McCabe also confirmed the role 
Mr. Martin played jn the crucial ne- 
gotiations between Fhe Treasury and 
the Reserve Board. “Of critical im- 
portance at this juncture is the inti- 
mate part he has played in reaching 


the fine and full accord that now exists | 


between the Treasury and the Federal 
Reserve System.” 

One member of the Banking Com- 
mittee who asked that he remain anon- 
ymous said that Mr. Martin’s big job 


April, 1951 


| 
| 


By N. P. GREGORY. 


Washington Correspondent 


at the Federal Reserve Board is to 
put into operation the “accord’’ on 
which he worked. 


Sf Ad ° 


Effects of ** Accord” 
on the Banks 

The Treasury - Federal Reserve 
Board “accord” with respect to debt 
management and monetary policies has 
been generally viewed with approbation 
both in Congress and in banking and 
other institutional investment circles. 
With the new issue of 2°4’s relieving 
pressure of the Federal Reserve to 
support long-term bonds, and the in- 
dications that considerable fluctua- 
tions will be permitted in the Govern- 
ment bond market although it will be 
kept orderly, observers see the Re- 
serve authorities recovering the initia- 
tive in open-market operations and 
in the creation of reserve balances. 

Expressing Congressional opinion, 
Senator A. Willis Robertson (D., Va.) 
has said: “I am very happy that such 
an agreement has been reached, under 
which we may reasonably expect a re- 
financing of a portion of the outstand- 
ing long term marketable bonds with- 
out an undue inflationary effect, and 


under which the type of independence 
which the Congress intended the Fed- 
eral Reserve Board to enjoy will not 
be destroyed.” 

However, Senator Paul H. Douglas 
(D., Ill.) believes that other steps 
should be taken to assure the inde- 
pendence of the Reserve System. He 
has introduced a resolution to investi- 
gate the Reserve-Treasury differences, 
but action on his proposal has not ma- 
terialized. 

As one indication of banking opin- 
ion, the 2°4 per cent offer has been 
hailed by the National Association of 
Mutual Savings Banks as a construc- 
tive step both for the investors and as 
a means of checking inflation. Henry- 
Bruere, chairman of the Bowery Sav- 
ings Bank of New York and of the as- 
sociation’s committee on government 
bonds and the public debt, has issued 
this statement: 

“The Government which is spending 
such large sums of money should be 
compensated many times over for the 
higher interest offered on a part of the 
debt by savings through lower prices 
for what it must buy as inflation is 
checked. Beyond this, it is salutary to 
restore to the Federal Reserve Bank 
its proper function in regulating the 
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supply of credit. This the Treasury’s 
step will acomplish in part.” 

The new debt management policy 
also has the approval of economists 
such as highly regarded Dr. Marcus 
Nadler, professor of banking and 
finance at New York University. He 
has analyzed how it is likely to affect 
the activities of the Federal Reserve 


Banks, the Treasury, commercial 
banks, and other institutional inves- 
tors. 


First, he believes that the return of 
the initiative in open-market opera- 
tions to the Federal Reserve Banks 
will enable them to exercise a greater 


influence on the lending and investing 
policies of the commercial banks, and 
perhaps make unnecessary additional 
statutory authority over banks- re- 
serves. He also believes that the Re- 
serve Banks will now be able to use 
the discount rate more effectively than 
in the past. 

As for the Treasury, Dr. Nadler 
foresees that the more flexible open- 
market policy will make it more diffi- 
cult to carry out refunding operations, 
since the rate offered on new securities 
will have to be adapted to money 
market conditions rather than the de- 
sires of the Treasury. Higher rates 
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will also moderately increase the debt 
burden. 

Even more pronounced will be the 
effects of the new debt management 
policy on commercial banks, in Dr, 
Nadler’s opinion. The creation of re- 
serve balances through the sale of 
Government securities will become 
more risky, with the possibility of sub- 
stantial losses. This in turn may lead 
to increased borrowing by the member 
banks from the “Fed,” which will tend 
to make the discount rate effective 
It is also expected to force the com- 
mercial banks to lay greater stress on 
liquidity, particularly through holding 
Treasury bills and short-term Treas- 
ury notes. The conclusion is that many 
banks will therefore have to change 
their portfolio policies. 

Similar effects will be felt by other 
institutional investors such as mutual 
savings banks and insurance banks, 


| Dr. Nadler avers. They no longer will 


be able to consider their long-term 
Government securities as cash; from 
now on, when in need of liquidity, they 
will have to rely more on short-term 
Government obligations. 

While the effects of the new policy 


| are not likely to be great insofar as 


interest rates in general are con- 
cerned, it is anticipated that other 
high-grade obligations along with 
Governments will fluctuate more wide- 
ly than in the past. 


+ 5 ° 


| Credit Restraint 


When the Federal Reserve Board is- 
sued its voluntary credit plan _ it 
warned that the plan was not a pan- 


| acea for inflation, but a step in the 





direction of halting the unnecessary 
stimulation of non-esential credit. 
Shortly after the plan was disclosed, 
a Voluntary Credit Restraint Commit- 
tee was organized composed of four 
commercial bankers, four officials of 
insurance companies and four invest- 


| ment bankers. 


The committee, headed by Federal 


| Reserve Governor Oliver S. Powell, 
| disclosed following its initial meeting 


that bulletins were being mailed di- 
rectly to the 90,000 private financing 


| institutions of all kinds in the United 
| States. 


The first bulletin said: “The com- 
mittee recognizes that there are many 
inflationary influences at work. The 
Committee expects to issue further bul- 
letins from time to time on various 
phases of the Voluntary Credit Re- 
straint program. This bulletin deals 
with the matter of inventory financing. 

“Excess inventory accumulation has 
already contributed directly to the 
rise of wholesale and retail prices be- 
yond any level justified by the supply 
situation. It obviously has created un- 
due competition in scarce materials.” 

The committee then suggested a 


Burroughs Clearing House 














ant 
Dr. 
re- 
of 
me 
ib- 
acd 
de} 
na 
ve 


ng 
AS- 
ny 
ge 


er 
lal 
ks, 
ill 
rm 
om 
ley 
rm 


is- 
1t 
in- 


ny 








MISS MARILYN HAHN 
Polk, Nebr. 
The First National Bank of York 
ork, Nebr. 
HARRY BARTON 
Claremont, 
Claremont National Bank 
MRS. FAYETTE BILLINGS 
Claremont, N. 
Claremont National Bank 
GEORGE W. HUNTLEY 
Concord, N. 
Loan aid Trust Savings Bank 
MAXWELL W. STINEHOUR 
Gorham, N. 
Berlin Savings Bank and Trust Company 
Berlin, N. H. 


ERNEST w. LE oe 

Hampton Beach, 
Portsmouth Sivirigs “Bank 
Portsmouth, H. 


MRS. VIVIAN N. SWEENEY 
Keene, N. H. 
Cheshire County Savings Bank 


HAROLD N. HEATH 
Littleton, N. H. 
Littleton Savings Bank 


ROBERT H. WELLS 
Pembroke, N. H. 
Union Trust Co., Concord, N. HK 


SAM SouEninS 
gy City, N 
 Boardwaik National Bank of 
Atlantic City 


PAUL OTRUPCHAK, JR. 
Bernardsville, 
Manville Nati_nai ‘Bank, Manville, N. J. 


FRANK M. FIORINO 
Dover, 
Dover Savings and Loan Association 


WALTER N. HOVLAND 
East Orange, N. 

The Howard Savings Institution 
Newark, N. J. 


ALEXANDER S. KENUK 
Maple Shade 
Burlington County Trust Co. 


MRS. A. E. STILLMAN 
Merchantville, N. 
Merchantville National Bank & 
Trust Compan 


MRS. F. L. er 

Morristown, 
The First National Iron Bank of 
Morristown 


exarese= MARTENIS KNEVER 
Orana 
National ‘Newark & Essex Banking 
Company, Newark, N. J. 


MRS. MARION M. HAYNES 
Ridgefield Park, N. 
Central Bergen Savings and Loan Assoc. 
eae ANNE MAHONEY 
Salem 
The City National Bank and 
Trust Company 
MRS. T. W. EDWARDS 
Sea Girt, N. 
Ocean County National Bank of 
Point Pleasant Beach 
Point Pleasant, N. J. 
MRS. VIRGINIA D. BROWN 
Weehawken, N. J. 
The Bowery Savings Bank, North River 
Office, New York, N. Y. 


CHARLES MANN, D.D.S. 
West New York, 4. 
The Trust Company of New Jersey 
Union City, N 
GEORGE CARPOZI, JR. 
Astoria, N. 
Bronx County Trust Company 
New York, N. Y. 
VERA E. TUTTLE 
Brockport, N. Y. 
Lincoin Rochester Trust Co. 
MARJORIE J. SAENGER 
Bronx, N. Y. 
Eastchester Savings Bank 
Mount Vernon, N. 
ELSA WOLSCHINA 
Bronx, N. 
The Bronx “Savings Bank, New York, N. Y. 
ARNOLD A. WEINTRAUB 
Brooklyn, Ve 
Kings Highway Savings Bank 
MISS MARION BRADER 
Buffalo. Y. 
Liberty Bank of Buffalo 
cane R. FOLEY 
uffalo, N. Y. 
®the Marine Trust Co. of Buffalo 
FRANCES GEPPERT WALKER 
Buffalo, 
The Marine Trust Co. of Buffalo 
— RICHARD E. WILSON 
ffalo 
*Manutacturers & Traders Trust Co. 
MRS. FRANK H. COOMBS 
Canaseraga, v. 
The Bank of Angelica, Angelica, N. Y. 
Mrs. MARGARET R. DRYDEN 
Copenhagen, 
The Northern New York Trust Co. 
ee Le ala 
Fayette, 
The State Bank of Seneca Falls, N. Y. 
MARTIN LEIFER 
Forest Hills, Y. 
Ridgewood Savings Bank 
MARION H. LAMMERS 
Fredonia, N. Y. 
The Lake Shore National Bank 
Dunkirk, N. Y. 


CHARLES C. WEYANT 
Highland Falls, N.- 
ae Falls Federal Savings 
d Loan Association 


T. MARKHAM TALMAGE 
Hudso 
Hudson River Trust Company 


VERNER E. HENDRICKSON 

Irvington, 

Bankers Trust Co., New York, N Y. 
MRS. LOUIS D. BASILE 

Lima, N. 

Genesee Valley a Company 
Rochester, N. 
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MRS. ALICE BELCHNER 
Lockport, N. Y. 
Lockport Savings & Loan Association 
BARTHOLOMEW J. oe 
Long Island City, 
Century Federal Savings and 
Loan Associatio 
New York, N. v. 


MRS. MARY B. CALLEY 
Maybrook, 
Maybrook National Bank 


YOLANDA FRANZ BARILI 
New Rochelle, 
New Rochelle Federal Savings and 
Loan Association 
CLARA GUNSEERGER 
ew Yor -¥. 
easton havtege Bank 
MRS. ANN JOHNSON 
New York, Y.- 
Central Savings Bank 


RENE F. LORD 
New York, N. Y. 
The Chase cag vost Bank of the 
City of New Yor 


CAROLYN VAN DE a 
North Tarrytown, Y. 
The First National Bank 
HERBERT LAWRENCE 
Nvack, N. Y. 
Pearl River age Ss and Loan Association 
Pearl River, 


JOYCE Aga il 
Ossining, N 
The County Trust Co. 


FRANCIS W. MARTIN 
Oxford, 
The National Bank of Oxford 
MRS. R. S. AMBOYER 
Perry, 
The First National Bank of Perry 


CHARLES W. SMITHERS 
Sackets Harbor, N. 
Watertown Savings s Bank 
Watertown, N. 


SYLVIA F. ASLEY 
Staten Island, Y. 
West New Brighton Bank 
West New Brighton, N. Y. 


DAVID A. ELLIOTT 
Syracuse, N. Y. 
Lincoin Nat’! Bank & Trust Co. 


MRS. ANNA LUPPINO 
Watkins Glen, N. Y. 
Eimira Bank and Trust Co. 


GEORGE R. ENTWISTLE, JR. 


Whitesboro, N. 
Homestead Savings and Loan Association 


Utica, N. 
MRS. R. = GASKINS 
Avden. c. 


The First National Bank in Ayden 


CAPT. CHARLES F. DUBSKY 
Fort Braga. N. C. 
First National Bank, Highland Falls, N. Y. 


JOHN A. STEWART 
Cleveland, Ohio 
The National ‘City Bank of Cleveland 
ROBERT G. CONNORS 
Delaware, Ohi 
The First National Bank of Delaware 
STEVE MOLNAR 
Elvria, Ohio 
The Citinens Home and Savings Assn. 
Lorain, Ohio 
MRS. HARVEY RUDOLPH 
Geneva, 
Geneva Savings and Trust Co. 
WM. E. REGNER 
Geneva on-the-Lake, Oh 
The Farmers National ‘Bank & Trust Co. 
of Ashtabula, Ohio 
MRS. HELEN OLEXA 
Harrison, Ohio 
The Merchants Bank and Trust Co. 
W. Harrison, Ind 
MRS. DANIEL J. DORAN 
Lancaster, Ohio 
The Hocking Valley National Bank 
WILLIAM L. . iat 
Maumee, Oh 
H me Federal Savings and Loan 
Association 
CLAIR RAYMOND PORTER 
Oberlin, Ohio 
The Peopies Banking Company 
MRS. FRANCIS HIATT 
Shelby, Ohio 
The Citizens Bank of Shelby 
MRS. hg Ll. FREEMAN 
Zanesville, Ohio 
Mutual Fed. Savs. & Loan Assoc. 


MRS. VIOLET bo FORD 


Portland, Ore 
a aoe ped “Siates National Bank 
oO! 
RS. ROBERT Pag SWAN 
Mportiand, Ore 
The United Siates National Bank 
of Portland 
MRS. MARY W. DORR 
Salem, Oreg. 
The United States National Bank 
of Portland 


MISS MARY LOU LEE 
Carbondale, Pa. 
Pioneer Dime Bank 
MARIE SEBASTIAN 
eee Pa. 
Trust C 
Norristown, ve 
HAROLD nd SEWARD 
Easton 
The Easton National Bank 
MRS. SHERMAN LE VAN 
Friedensburg, P. 
The Miners ‘National Bank 
of Pottsville, Pa. 


MARTHA J. HOFFMEIER 
Gap, Pa. ; 
The peg National Bank of 
Lancaster, Pa. 
MRS. H. G. < haeosage 
Harrisburg 
Harrisburg Trust Company 
LUTHER K. WALMER 
Harrisburg, Pa 
Penbrook "Banking Co. 





MEMORIAL AWARDS—and the FINANCIAL INSTITUTIONS SERVING THEM 


Hawk Run, Pa. 
The First National Bank of 
Philipsburg, Pa. 
DOMINIC A. ANTONELLI 
Hazleton, 
Hazleton —— Savings and Loan 
Associatio: 
EDITH cLascow HANDY 
Hershe' 
Dauphin Deposit Trust Co. 
Harrisburg, Pa. 
BETTY JEAN CASEBER 
Houston, 
The First National Bank 
Miss MARJORIE M. BANGE 
Huntingdon, 
Union Nat’! a & Trust Co. 
MISS FAITH MAGEE PIDGEON 
Jermyn, Pa 
Mayfield State Bank, Mayfield, Pa. 
RICHARD F. BLOUGH 
*Srronatc ne 
riendly City Federal Savin 
Loan Assoctat tion re 
MARIAM ot ai 
Kingston, P. 
The Second. National Bank 
Wilkes-Barre, Pa. 
MRS. WILLIAM S. WRIGHT 
Lansdowne, Pa 
The National Bank of Lansdowne 
— HARTZELL 
Mune 
Muney Sanking Co. 
MISS MARY E. gaivier 
New Holland, 
The Farmers ‘National Bank & Trust Co. 
aes = MARY SHIRLEY 
thet First National Bank of Irwin 
MISS BERYL H. EVANS 
Peckville, Pa. 
The First National Bank of Scranton 
Scranton, Pa. 
MRS. ESTHER H. HERMAN 
Philadelphia, Pa. 
Tradesmens National Bank and 
Trust Company 
miss ead SE CA 
Pittsburgh, — 
Mellon National Bank & Trust Co. 
a. 


MRS. we. 3. J. McDOWELL 


age ue 


MRS. J. KRONENBERGER 

Pittsburgh’ Pa. 

Suburban Savings and Loan Association 
THOMAS PECHIN 

Pottstown, 

The National tron Bank 
MRS. MARY MARKS 

Quakertown, Pa 

The Quakertown National Bank 


CARL M. hod oa 
Quakertown, 
Quakertown Trust Company 
PAUL W. YODER 
Robesonia, Pa. 
The Wernersville National Bank 
and Trust Co., Wernersville, Pa. 
FRANCIS Pf ROBACKER 
St. Mary Pa. 
Farmers. & Merchants Bank 


MR. & MRS. a G. McLAUGHLIN 
Smethport, P. 
Hamlin Bank. & Trust Co. 


RAYMOND SHAHEEN 
South Williamsport, Pa 
Bank of South Williamsport 
a oe, €. _OVSTER 
Sunbu 
The Fist ‘National Bank 


STEWART F. 1 
Swarthmore, 
Swarthmore National Bank and 
Trust Compan 


Lt. RODMAN sy alidagaas 
Williamsport, 
Williamsport National Bank 
EMMA M. —- 
Wind Ga 
The Easton National Bank, Easton, Pa. 
MRS. PRISCILLA SEAWARD 
Lonsdale, R. 
Pawtucket Institution for Savings 
Pawtucket, 


ANTHONY JUDGE, JR. 
Oaklawn, 
industrial “Trust Company 
Prcvidence, R. 
MARISELLE CORMACK 
Providen 
sndustriat Trust Company 


MARIAN SM'!TH 

Riverside, R. 
industrial Trust ew 
Providence, R. 


CAMILLE PARKER 
Valley Falls {. 
Pawtucket ‘institution for Savings 
Pawtucket, R. 
KATE V. LAWSON 
Charleston, S. 
Carolina Savings Bank 
DORIS S. SCOTT 
Greenville, S. 
First Federal Savings & Loan 
Association of Greenville 
JESS E. sTRane® 
Aberdeen, S. Dak. 
First National Bank 
nareee + MORGAN 
eee First Ni: National Bank in Bristol 
mes. SAM W. MATCHES 
Knoxville, Ten 
Hamilton National Bank 
MRS. CHARLES lia 
Knoxville, Ten 
The Park National Bank 


ASHFORD TODD. Jn. ae 

jountain, 

oKenerioan National Bank & Trust Co. 
of Chattanooga, Tenn. 


M. ZEITLIN 
Memphis, Te 


National Bank’ of Commerce in Memphis 


H. CECIL eure 
Morristown, nn. 
The Bank ey Commerce 


MRS. MARY cosy QUINN 
Nashville, Ten 
Fidelity Federal Savings and 
Loan Associatio 


MRS. G. C. STRICKLAND 
Orange, Texa 
The Srange ‘National Bank 


EDDIE RINGLEY 
Appalachia, Va 
First Nationai Bank 


JOHN G. “i % 
Arlington 
Clarendon Trust Company 


w. L. + Ph 
Charlottesville 
The Peoples National Bank 


RUTH L. GUMM 
Bi ah ya 
nk of aclsttenchore 


mes. amen <- HAVERSTICK 
Eagle Rock, Va. 
Eagle Rock Bank Inc. 


MRs. a Saag CLARKE HORNE 
on 
Tre Citizens National Bank of Petersburg 
Petersburg, Va. 
JOHN W. FERGUSON, JR. 
Lynchburg, Va. 
Lynchburg Federal Savings and 
Loan Associatio 


ANNA rik ik ad WELLS HICKS 


Lynchburg, 
The Peoples | National Bank and Trust Co. 
of Lynchbu 
SAMUEL A, uaiiies, JR. 
Narrows, V: 


‘a. 
First National Bank of Narrows 
REV. C. F. BLACKWELL 
New ews, Va. 
Citizens Marine Jefferson Bank 


MRS. soe tl R CHAMBERS 
Norfolk, 
National. ‘Bank of Commerce of Norfolk 
Norfolk, Va. 


ANNA ~ RYDINGSRARD 
Norfolk, Va. 
The Seaboard Citizens National Bank 
of Norfolk 


MABEL M. GIBSON 
Oakton, Va. 
The Vienna Trust Co., Vienna, Va. 


MISS DORA COLLINS 
West Graham, Va. 
Bank of Graham, Bluefield, Va. 


MRS. ROSE ELLEN BUTLER 
Winchester, Va. 
Farmers and Merchants National Bank 
MRS. JULIA T. ROSENBERGER 
Winchester, Va. 
. The Commercial and Savings Bank 
R. L. STICKEL 
Winchester, Va 
Farmers and Merchants National Bank 
yi ae oa a BEATTY 
Seattle, Wash. 
The National Bank of Commerce of Seattle 
MRS. M. L. JACKSON 
Spokane, Wash. 
Lincoin First Federal Savings & 
Loan Association 
MRS. FAYE GREEN 
Vancouver, Was 
The National Bank of Commerce of Seattie 


VERGIE agg ng 
Charleston, 
he Kanawha Vailey Bank 


wEs. mig bing JOHNSON 
ery, 
“Gs State Bank 


ws CLIFFORD S. OLSEN 
Eau Claire, Wis. 
The First National Bank of 
Chippewa Falls, Wis. 


MRS. S. L. BAUMAN 
Fox Point, Wis 
Whitefish Bay. _ Bank 
Milwaukee, is 


Mrs. Migs DILLMAN 
Gienbeulah. 
Citizens State “Bank, Piymouth, Wis. 


EDWARD RITTER 
Hales Corners, Wis. 
American State Bank, Milwaukee, Wis. 


CHARLOTTE S. HEIMICK 
Milwaukee, Wis. 
Whitefish Bay ‘State Bank 


GERTIE R. HOUDEK 
Muscoda, Wis 
Boscobel State Bank 
MRS. LE Rey. WETTSTEIN 
New Holste wis 
Peoples State B ank 
MATT a 
Oconto, 
First National Bank 
HARVEY E. HOLLER 
Racine, Wis 
The First _National Bank and Trust Co. 
of Raci 
MRS. Proneen - TAHTINEN 
Superior, is. 
The First jemtonal Bank of the City 
of Superi 
MERLIN peel 
Wausau, Wis 
Citizens State Bank 
MRS. JOHN P. SCHMIDT 
West Allis, Wis 
Milwaukee County Bank 
NORMA E. RUCKER 
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two-point program of restraint: 

1. Refrain from financing inventory 
increases above normal levels relative 
to sales, or reasonable requirements 
by other conservative yardsticks. 

2. Encourage borrowers who al- 
ready have excess inventories to bring 
these commitments and inventory po- 
sitions in line as promptly as is rea- 
sonably practical, thereby reducing 
the amount of credit being used in 
this manner. 

The voluntary restraints were or- 
dered by the Federal Reserve Board 
under Section 708 of the Defense Pro- 
duction Act of 1950, and Executive 


order of the President No. 10161. 

“While it is recognized that the pro- 
posed program is addressed only to one 
limited source of inflationary pres- 
sure,” the Reserve Board declared, “the 
vital importance of this problem to the 
stability of the economy, and the neces- 
sity to extend credit only in such a way 
as to restrain inflationary pressures 
outside the financing of the Defense 
Program should be emphasized to 
all financing institutions.” 

Attorney General McGrath gave the 
voluntary program his “unqualified 
approval,” according to Mr. Powell. 


‘James M. Mead, Federal Trade Com- 
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mission chairman, also approved the 
program. Approval by the Justice De- 
partment and FTC was needed in 
order to exempt the proposal from 
the anti-trust laws: 

In a “statement of principles,” the 
plan says the criterion for a sound 
loan in the present period comes down 
to this: “Does it commensurately in- 
crease or maintain production, proces- 
sing and distribution of essential 
goods and services?” 

The following loans are classified 
as “proper”: 

1. Loans for defense production, di- 
rect or indirect, including fuel, power 
and transportation. 

2. Loans for the production, proces- 
sing and orderly distribution of agri- 
cultural and other staple products. 

3. Loans to raise working capital 
where higher wages and prices of 
materials make such loans necessary 
to sustain essential production, proces- 
sing or distribution services. 

4. Loans to securities dealers in the 
normal conduct of their business or 
to them or others incidental to the 
flotation and distribution of securities 


| where the money is being raised for 
| any of the foregoing purposes. 


James E. Shelton, president of 


| the American Bankers Association, 


pledged A.B.A. support to the pro- 


| gram. In a telegram to President Tru- 
' man, Mr. Shelton said: 


“T desire to assure you of our will- 
ingness to cooperate. You will remem- 


| ber in 1948 the A.B.A. carried out a 


voluntary credit control program with- 
in its own industry and with good re- 
sults. We were appreciative of your en- 
dorsement of that effort.” 

The voluntary committee, headed by 
Governor Powell is composed of: Com- 
mercial banks: George S. Moore, vice- 
president, The National City Bank of 
New York; Carlisle R. Davis, vice- 
president, State-Planters Bank and 
Trust Co., Richmond, Va.; Kenton R. 
Cravens, vice-president, Mercantile- 
Commerce Bank & Trust Co., St. Louis, 
Mo.; Everett D. Reese, president and 
trust officer, Park National Bank, 


| Newark, O. 


Insurance companies: George L. 
Harrison, chairman, New York Life 
Insurance Co.; Carroll M. Shanks, 
president, Prudential Insurance Com- 
pany of America, Newark, N.J.; E. B. 
Stevenson, Jr., executive vice-presi- 


' dent, National Life and Accident In- 


surance Co., Nashville, Tenn.; Claude 
L. Benner, president, Continental 
American Life Insurance Co., Wil- 
mington, Del. 

Investment bankers: Lee M. Lim- 
bert, vice-president, Blyth & Co. Inc., 


| New York City; Rudolf Smutny, sen- 
| jor partner, Salomon Bros. & Hutzler, 
| New York City; Francis Kernan, part- 


ner, White, Weld & Co., New York 
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City; William K. Barclay, Jr., partner, 
Stein Brothers & Boyce, Philadelphia. 
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New Loan Controls 

The Treasury Department and the 
Council of Economic Advisers are 
working on separate plans to “freeze” 
bank loans in a new effort to control 
inflation. The plans are now being 
worked out, but they will not be put 
into effect until the Federal Reserve 
Board’s plan of voluntary credit re- 
strictions is tried. 

John D. Clark, vice-chairman of 
President Truman’s Council of Eco- 
nomic Advisers, has prepared plans 
for one version of the loan “freeze” 
which would operate as follows: 

Assuming “X” bank had a total of 
$50,000,000 in loans on a date selected 
by the C.E.A., the bank would not 
be able to increase its loan total dur- 
ing the “freeze” period, except for a 
leeway of two per cent to take up any 


loans agreed upon before the freeze | 


became effective. 

However, if $10,000,000 of the “X” 
bank’s outstanding loans were repaid 
during the freeze period, it could use 
those funds to make new loans. 

The Treasury plan calls for Federal 


Reserve Banks in the 12 districts to | 
approve all loans exceeding an an- | 


nounced figure, for example,.$100,000. 


Under this plan a bank could make | 
as many small loans as it liked, but | 
the big ones would have to be cleared | 


with the Federal Reserve bank. 
Neither the Treasury nor the Clark 


schemes need Congressional approval. | 


The actions can be taken under the 
Bank Act of 1933 and the Trading 
with the Enemy Act of 1917. 


The Board of Governors of the | 


Federal Reserve System is opposed to 
the “freeze” plan offered by Mr. Clark, 
asserting that it would be too difficult 
to administer. 


4 + ° 


Series E Bonds 





The Senate Finance Committee ap- | 
proved and paved the way for final | 


passage of a bill designed to encourage 
owners of Series E bonds to retain 
their holdings another ten years. The 
bill has been passed by the House. 

The measures authorizes the Treas- 
ury Department to extend maturing 
issues. According to Treasury plans, 
Series E savings bond owners who 
hold their bonds beyond the present 
maturity date would draw 2% per 
cent simple interest annually for the 
next 714 years. 

If the bonds are held for the full 
extra 10-year period, interest pay- 
ments would rise in the last three 
years to provide a return of 2.9 per 
cent for the entire period. 
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THE PERSONALITY SPOTLIGHT 








Ransom M. Cook has been named 
a senior vice-president of American 
Trust Company, 
San Francisco. 

Mr. Cook be- 
gan his banking 
career at Port- 
land, Oregon. In 
1921 he joined 
the foreign de- 
partment of 
American Trust 
Company, where 
he later special- 
ized in the mar- 
keting of bank- 
ers acceptances. After several years of 
experience in all phases of banking he 
was appointed vice-president and man- 
ager of one of the country branch 
offices. In 1934 he established the bank’s 
office at Sacramento, now one of its 
largest branch offices. 

Mr. Cook returned to San Francisco 
in 1940 as vice-president and during 
World War II he handled the bank’s 
extensive V-Loan program. Since then 
he has been identified with commercial 
loan activities. In his new capacity 
he will also supervise the foreign bank- 
ing department. 








Ne 


R. M. COOK 


For his contributions to world peace 
and freedom, L. M. Giannini, president, 
Bank of America, Francisco, re- 
cently received a World Brotherhood 
Award at the first American conference 
of the World Brotherhood organiza- 
tion, which was founded in Paris last 
June. This was the first presentation of 
such an award, and Mr. Giannini was 
selected by a committee representing 22 
member nations. He received the honor 


San 


World Brotherhood Award 
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at a Los Angeles dinner meeting at- 
tended by 600 civic, industrial and reli- 
gious leaders. 

The accompanying view shows Mr. 
Giannini (left) being congratulated by 
Charles P. Skouras, president of Fox 
West Coast Theatres. 


+ 


The First National Bank of Holly- 
wood (Florida) has made the follow- 
ing official changes: C. N. McCune 
from president to chairman of the 
board, R. E. Dilg from executive vice- 
president to president, and W. A. Hoff- 
man from cashier to cashier and vice- 
president. Named assistant cashiers are 
R. L. Thompson, Miss Lois F. Dilg and 
A. Schmacker. 


e 


L. K. Elmore is the new Bank Com- 
missioner of the State of Connecticut, 





as successor to 
Richard Rapport, 
now executive man- 
ager of the Con- 
necticut Bankers 
Association. Mr. 
Elmore had served 





as Deputy Bank 
Commissioner since 
1943. He was sec- 
retary of the Na- 
tional Association of Supervisors of 
State Banks from 1945 through 1949, 
and is currently president of the Na- 
tional Association of State Savings, 
Building and Loan Supervisors. He 
formerly was associated with the East 
Hatford Trust Company and_ the 
Phoenix State Bank and Trust Com- 
pany, Hartford. 





L. K. ELMORE 


5 


To succeed the late Verne J. Wilson, 
Asael E. Adams, Jr., has been elevated 
from vice-president to president of the 
Union National Bank, Youngstown, 
Ohio. H. A. Welch, senior vice-presi- 
dent, has become chairman of the 
board. Pearle J. Hengen has been pro- 
moted to vice-president. 

Mr. Adams’ father was president of 
the predecessor First National Bank in 
Youngstown from 1907 until his death 
in 1930. 


a 


From Greece has come high honors 
for a Philadelphia banker. In recogni- 


tion of his many contributions to 
American-Greek friendship and _ his 
humanitarian acts in behalf of the 









Greek people in time of need, Hubert 
J. Horan, Jr., president, Broad Street 
Trust Company, has been decorated 
with the Cross of Commander of the 
Royal Order of Phoenix. The honor 
was conferred in the name of King 
Paul and was presented by the Greek 
Ambassador to the United States, 
Athanase G. Politis. Mr. Horan served 
as president of the Philadelphia Chap- 
ter of the Greek War Relief Associa- 
tion in 1947, 
* 


Earl C. Erhard has been named presi- 
dent of the First National Bank, 
Bastrop, Texas, succeeding the late 
W. B. Ransome. Mr. Erhard has been 
with the bank since 1913, and a vice- 
president since 1930. 


e 


Ray R. Evans has joined Traders 
National Bank of Kansas City (Mis- 
souri) as a vice-president, and will be 
in charge of the correspondent bank 
division. Football fans will remember 
him as the star back for the University 
of Kansas several vears ago. For the 
past two years he has been assistant 
cashier of City National Bank & Trust 
Company in Kansas City. 


a 


Major B. Einstein has joined the 
First National Bank in St. Louis as 
a vice-president. He has been associ- 
ated with the investment firm of Mer- 
rill Lynch, Pierce, Fenner & Beane, and 
was formerly a partner of Waldheim, 
Platt & Co., investment brokers. 


+ 


On March 15 Arthur L. Ganson be- 
came executive secretary of the Wash- 
ington Bankers As- 
sociation, succeed- 
ing the late Andrew 
Miller. Mr. Ganson 
has been manager 
of the Alaska and 
State Development 
Department of the 
Seattle Chamber of 
Commerce for the 
past eight years. He 
previously was with the Pullman 
(Washington) State Bank and with the 
Seattle-First National Bank. 


+ 








A. L. GANSON 


This year the Junior Chamber of 
Commerce at Winchester, Virginia, 
chose J. H. Yost, cashier of the local 
Farmers and Merchants National Bank, 
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as the “outstanding boss” of 1950. In 
the letters nominating him, Mr. Yost 
(everybody calls him “Jake”’) was 
commended for his recognition of the 
worth of his employees, particularly 
the older ones; for the employee re- 
tirement plan that he initiated; and 
the social and recreation program that 
he promotes for the staff’s benefit. It 
was also pointed out that he places the 
bank’s radio time at the command of 
any sponsor of a worthwhile cause, 
while the institution’s newspaper ad- 
vertising space often contains a printed 
tribute to the deserving dead, a pat on 
the back to a worthy citizen, or a notice 





of a charitable or civic benefit program. 
It has been noted that, in the interests 
of public comfort, he has even dis- 
tributed folding fans during the sum- 
mer months and fly swatters to the 
rural schoolrooms. Adding it all up, 
there’s little wonder that Jake Yost 
has been named the warmest-hearted 
boss in Winchester, Virginia. 


+ 


Promoted to vice-presidents at The 
National City Bank of New York are 
Robert P. MacFadden, associated with 
Canadian and transportation accounts, 
and Thomas R. Wilcox, who repre- 
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R. P. MacFADDEN T. R. WILCOX 


Now v.p.’s at National City 


sents the bank on the West Coast. 
Moved up to assistant vice-president is 
Walter W. Jeffers, whose assignment 
is in the Middle West. 


* 


Milton R. Morgan has resigned as 
State Commissioner of Banking in 
Virginia, a post he has held since 1939, 
to become executive vice-president of 
the Shirlington Trust Company, Ar- 
lington, Virginia. 

Named his successor as Commis- 
sioner is Logan R. Ritchie, who has 
served as Deputy Commissioner since 
last Spring, and who previously was 
an examiner in the insurance division. 


. 


Kenneth A. Durham has _ joined 
Chemical Bank & Trust Company of 
New York City as 
a vice-president, 
and will assist in 
the handling of the 
general business of 
the bank in the 
southeastern states, 
including its sub- 
stantial textile ac- 
counts. Mr. Dur- 
ham has had broad 
association with the 
textile industry. At 
one time he was southern representa- 
tive of the Textile Banking Company, 
New York City. In later sequence he 
became vice-president of the Daven- 
port Hosiery Mills, president of the 
Rollins Hosiery Mills, and more re- 
cently president of Snowden, Inc., 
manufacturers of women’s wear. He is 
the son of Taylor Durham, president 
of the Southern Hosiery Manufactur- 
ers Association. 





K. A. DURHAM 


At the Federal Reserve Bank of 
Boston, Dr. Alfred C. Neal has been 
promoted to first vice-president and 
Robert B. Harvey to vice-president and 
cashier. 


© 
The Peoples City Bank and the 
Union National Bank, of McKeesport. 
Pennsylvania, have combined their 
assets to form the Peoples Union Bank 
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In Detroit . . . Industrial National Bank re- 
ports excellent results from its new Burroughs 
bank bookkeeping machines because of “‘easy 
key and motor bar depression—new form 
guide arrangement—error correction feature 
—new balance printing —adding machine fea- 
ture—and simplicity of operation.” 
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In Roanoke ... The First National Exchange 
Bank operates 12 new Burroughs bank book- 
keeping machines and likes the way the 
machine’s features have reduced the work 
load in spite of a growing volume of book- 
keeping operations. This bank especially 
commends the fine service it has received from 
the local Burroughs branch. 























In Omaha... the First National Bank credits 
new Burroughs bank bookkeeping machines 
with a 20 per cent reduction in posting time, 
and reports enthusiastic operator acceptance 
of the new machines. The bank states that the 
machine’s features “Shave assured a smoother, 
easier, and more accurate operation in our 
bookkeeping department.” 
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with a capital of $700,000 and surplus 
of $1,900,000. C. E. Palmer, president of 
the former Peoples City Bank, now 
heads the combined institution as 
president. The Union National Bank 
has become a branch office under the 
direction of the former president, 


Robert M. Baldridge. 


+ 


State Street Trust Company, Boston, 
has advanced Samuel H. Wolcott, Clif- 
ford L. Lyall and S. St. John Morgan 
to the newly created office of senior 
vice-president. 


Named vice-presidents are Ernest W. 


Lay, Clement W. Deasy, Walter E. 
Dow, Jr., Francis G. Shepard, Philip J. 
Potter and Charles Devens. 


5 


Home Savings Bank of the City of 
Albany (New York) announces the 
following promotions: Howard E. 
Archer from treasurer to vice-presi- 
dent; John E. Vroman from assistant 
treasurer to vice-president; Charles B. 
Kavanaugh from assistant treasurer to 
treasurer; Lester H. Carson from as- 
sistant treasurer to assistant vice- 
president; Andrew M. Sneddon from 
mortgage supervisor to assistant vice- 
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president; and Joseph A. Hughes, for. 
merly assistant auditor, is now assistant 
treasurer. 

* 


T. Robert Faragher has been elected 
vice-president of The Bank of Cali- 
fornia N.A. and 
assigned to the Ta- 
coma office. Previ- 
ously he was vice- 


president of The 
Peoples National 


Bank of Washing- 
ton, Seattle. 

Mr. Faragher 
majored in com- 
mercial banking at 
the University of Washington and 
after graduation in 1934 he spent two 
years with the Guaranty Trust Com- 
pany of New York while taking post- 
graduate work at the New York Uni- 
versity Graduate School of Business. 
He returned to Seattle in 1936 and 
over the intervening years his experi- 
ence has included practically all phases 
of banking. 











T. R. FARAGHER 
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A pioneer in the field of foreign re- 
mittance, John J. L. Dennen, has re- 
tired as assistant vice-president of 
American Express Company and the 
American Express Co., Inc. He began 
his career with this organization in 
1900, and is said to have originated the 
foreign money order for the transmis- 
sion of funds to other countries by mail 
and cable. Mr. Dennen served as presi- 














Foreign exchange vet retires 


dent of the Foreign Remittance Club 

of New York for 23 years, and was 

recently elected president emeritus. 
The view above shows the foreign 


exchange veteran at a recent luncheon 


in his honor. He is in the center, and 
flanking him on the right is Vincent 
De Maio, who succeeds Mr. Dennen 
as assistant vice-president. At the left 
is Henry Kacin, manager of the oper- 
ating unit of the foreign remittance 
and exchange department at American 
Express. 
. 


J. Mare Gardner has been promoted 
to vice-president of the J. Henry 
Schroder Banking Corporation and the 
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Schroder Trust Company, New York 
City. Emil Kuster his been advanced 
to assistant vice-president and Max 
Stolz named assistant secretary of both 
banks. 

° 


New president of the First National 
Bank, El Reno, Oklahoma, is M. S&S. 
Morris, formerly vice-president. He 
succeeds F. H. Morris, who has retired. 


* 
Cyprian John Bridge has been elected 


deputy manager of the London Office 
of Bankers Trust Company, New York 





City. He was formerly a partner in the 
firm of Messel and Company, stock 
brokers, London. 


5 


Heinz Schneider and William T. Mc- 
Wade have been upped by the Union 
Bank of Commerce, Cleveland, from 
assistant vice-presidents to vice-presi- 
dents. Mr. Schneider has had long ex- 
perience in foreign trade banking; he 
previously was associated with Manu- 
facturers Trust Company, New York 
City, as assistant secretary in charge 
of the foreign collection department. 
Mr. McWade’s experience has been in 
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Write for Steel Desk Cata- 
log No. 3806. There is a 
“Y and E'' representative 
in your community. Call 
him for help in planning 
an effective office. 


The office that gave me a sales talk 


“Harry Simpson has given me sales talks about his company 
for several months. A few days ago I was in his building 
and stopped at his office. 

“I have never thought that surroundings made too much 
difference, but Harry's general office gave me a sales talk 
that changed my mind. It radiated quiet efficiency and 
comfort. Not that it was fancy—it just looked like a place 
where people did things well and enjoyed doing them. That 
office said to me very clearly—‘Simpson knows how to run 
a business.’ 

“The result? Well, Harry has a new customer and I am 
doing over my office.” 

“Y and E” equipment can help you make your office into 
an effective sales tool—and “Y and E” equipment will help 
get the work done after you have made the sale. Call a 
“Y and E” representative for suggestions and details. Pic- 
tured above is an installation of the 6600 line—one of 
several distinguished lines designed and manufactured by 
“Y and E.” 
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Promotions in Cleveland 


the domestic credit field. 

Union Bank has also advanced the 
following to assistant cashiers: T. M. 
McCulloch, K. E. Naugle and T. C. 
O’Reilly. 


e 


George W. Mitchell has rejoined the 
Federal Reserve Bank of Chicago as 
a vice-president in charge of the re- 
search department. He has been senior 
economist on leave of absence from the 
bank, serving as Director of Finance 
of the State of Illinois. 


Sd 


A well-known trust authority, Louis 
S. Headley, recently retired president 
of the First Trust 
Company of St. 


Paul (Minnesota), 
has been named 
head of the trust 


faculty of The 
Graduate School of 
Banking at Rutgers 
University. He suc- 
ceeds Gilbert T. 
Stéphenson who 
has held the post since the inception 
of the school in 1935. Mr. Headley was 
president of the A.B.A. Trust Division 
in 1942-1943. 

Appointed an associate director of 
the G.S.B. is Dr. Audley H. F. Stephan, 
professor of finance at Rutgers and 
head of its department of economics. 








L. S. HEADLEY 


° 


Edwin §. Hunt, retiring treasurer of 
the Waterbury (Connecticut) Savings 
Bank, has been elected to the newly 
created office of chairman of the board. 
Formerly vice-president and assistant 
treasurer, Earl W. McGann is now 
vice-president and treasurer. 


+ 


S. R. Thompson has been advanced 
from assistant vice-president to vice- 
yresident at the First National Bank 
in St. Petersburg (Florida), and Otis 
H. Long moved from assistant cashier 
to assistant vice-president. 


Sd 


Leslie K. Curry, formerly vice-presi- 
dent, is now vice-president and comp- 
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offices and west-wide relationships offer unusual 


facilities for collection. 
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Statement of Condition - December 30, 1950 


RESOURCES 


Cash on Hand and in Banks 
U. S. Government Obligations 
State, County, and Municipal Bonds 
Other Bonds and Securities 
Stock in Federal Reserve Bank 
Loans and Discounts 462,424,160.60 
Bank Premises and Equipment 9,059,182.55 
Other Real Estate 1.00 
Customers’ Liability under Letters ot 
Credit and Acceptances 
Accrued Interest Receivable and 
Other Assets 
Total Resources 


$ 204,006,187.77 
319,393,765.60 
61,556,864.89 
15,540,012.58 
1,172,300.00 


11,738,901.35 


6,023,114.44 
$1,090,914,490.78 





LIABILITIES 


Deposits $1,018,097,265.74 
Letters of Credit and Acceptances 11,846,885.05 
Reserve for Unearned Discount 4,556,039.77 
Reserve for Interest, Taxes, etc. 6,347,218.48 
Other Liabilities 2,619,751.07 
Capital Stock 


Preferred $ 6,010,200.00 
Common 12,361,220.00 
Surplus 22,000,000.00 


Undivided Profits 7,075,910.67 
47,447 ,330.67 


$1,090,914,490.78 





Total Liabilities 


United States Government and other securities carried at $118,280,966.29 are pledged to secure U. S. Government Deposits, 
other public funds, trust deposits, and for other purposes as required or permitted by law. 








April, 1951 


55 








Mer PRP OPE PE 8S 


ae 


5 SD yA) BE 


sf wea oe 








troller of the Mercantile-Commerce 
Bank and Trust Company, St. Louis. 
He has also been elected to the same 
positions in the bank’s affiliate, the 
Mercantile-Commerce National Bank 
in St. Louis. 


° 


A vice-president of Northwest Ban- 
corporation in Minneapolis since 1947, 
Carl E. Voight has been named a vice- 
president and director of Northwest 
Security National Bank, Sioux Falls, 
South Dakota. Adolph Lodmell has 
been advanced from vice-president and 
assistant trust officer to vice-president 


and trust officer, and Charles D. Gregg 
is now assistant trust officer. 


od 


A. W. Busch has been advanced to 
vice-president and H. §. Goodfellow to 
assistant vice-president by the Peoples 
National Bank of Washington, Seattle. 
R. Sours is now assistant cashier. 


+ 


The new director of advertising and 
public relations at the First National 
Bank in Dallas is Clifton Blackmon, 
who has been named an assistant vice- 
president. He formerly was in charge 
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and 17 radiating rail lines. Because of this unsurpassed 
communications network, items can be forwarded to 
points as far as New York in approximately four hours 
of actual transit time; to Charlotte, N. C., in three hours 


and to Atlanta or New Orleans in two hours. 


respondent facilities completely modern and geared to 
the needs of customer bank requirements. Through a 
highly trained staff and streamlined operating methods, 
it is enabled to maintain a high standard of efficient, 
personalized service. Wherever you are—or whatever 
your needs may be—if you feel that a Mid-South cor- 


respondent connection would be helpful, think “Ist of 





Mid-South correspondent 


Located in the heart of the vast Mid-South 
trade territory, Memphis is served by 13 radiating air 1 








Recognizing the unusual advantages this offers 
correspondents, the First National Bank has spared no 


effort in keeping its Transit Department and other cor- 
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M.S. CLOYD 
Advertising duties change 


Cc. BLACKMON 


of publicity and advertising for the 
Dallas Chamber of Commerce, and is 
co-author of the book, “Blueprint for 
Public Relations,” published by Me- 
Graw-Hill Book Company. 

Marshall §S. Cloyd, vice-president, 
who has served as advertising director, 
now has the added title of assistant 
trust officer and will supervise the ad- 
vertising and aid in the promotional 
work of the trust department’s business 
development division. 


e 


One of banking’s best known authors, 
William H. Kniffin, president of the 
Rockville Centre 
Trust Company on 
Long Island, New 
York, died recently 
at the age of 77. He 
wrote a number of 
books on banking 
and finance, some 
of which are used 
as textbooks in 
banking schools 
and for reference purposes in banks 
throughout the country. His works in- 
cluded such well-known books as “The 
Practical Work of a Bank,” “American 
Banking Practice,” “The Business Man 
and His Bank,’ and “How to Use 
Your Bank.” He also contributed 
numerous articles on banking to peri- 
odicals, including Burroughs Clearing 
House. 





W. H. KNIFFIN 


5 


The First National Bank of Fort 
Launderdale, Florida, announces the 
following promotions: From cashier 
to vice-president, John C. Monaghan; 
from comptroller to vice-president and 
comptroller, William H. Miller; from 
auditor to cashier, Harry A. Judge. 


5 


Named assistant vice-presidents at 
the Stockyards National Bank, Kansas 
City, Missouri, are P. V. Miller, Jr., 
and Lloyd Troxler. Their principal du- 


ties are handling correspondent bank 


relationships. 
* 


Clarence H. Gifford, Jr., a trust offi- 
cer of the Phenix National Bank ot 
Providence (Rhode Island) since 1945, 


Burroughs Clearing.:Heu-¢ 





























sa 


A very broad and very human view of the many beatae in 
in thi i t, which will ap 
i banks is shown in this advertisement, hay 
owen blishing it, Mosler feels it is performing 


, April 23 issue of LIFE. In publis! 4 
. pre paso service to the public than to the banks of the nation 
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iness : 1. LOOK CLOSELY... your bank IS here! It’s behind 
A the proud Jook in the eyes of these parents. For 
wasn’t it at the bank that their savings accounts 
grew... grew as their sons grew... to make this 
day possible? Over 65,000,000 savings accounts in be 
American banks provide a safe place for savings $ 
to grow, for security to find reality, for dreams to 
hors, come true, 
the 
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ican 2. BEHIND THAT COMBINE you'll find your bank again 3. THE REAL “FOUNDATION” for this new plant is not 4. YES, YOUR BANK is responsible for making that 
. working with the farmer to help him produce the poured concrete ... but the sound commercial smile just a little wider on this happy father’s face. 
Man more for others and better his own living. He depends bank loan that took it off the blueprints and made For your bank is ready to ease the load of doctor 
Efse on your bank (and his) to help him finance his it a reality. Your bank is a partner in your com- and hospital bills, as well as other emergency ex- 
Se home. . . purchase new, labor-saving equipment... munity’s growth. Its strength is part of America’s penses, with a personal loan at low-cost bank rates 
uted buy cattle, sheep and hogs for fattening and resale strength. Not only in helping finance expanded . . . which can be repaid in small payments that 
‘ to the market. Your farmer-businessman today facilities but also in the daily and seasonal opera- don’t upset the family budget. Serving you at those 
peri- knows his bank well. . . and how well it serves him. tion of businesses of every kind, important times is your bank’s business, 
Wing 
EVERY AMERICAN with a bank deposit or 
even one share of bank stock has an im- 
Fort portant stake in American banking. Here 
the are just a few of the vitally important 
me services your banking system offers in 
shier return: Checking Accounts « Corporate 
lan; and Private Trusts « Payroll Accounts 
and Ao-ncy Accounts ¢ Stock Registration and 
hy Transfer Services ¢ Collections and Drafts 
rom @ Pension Plans ¢ Night Depositories ¢ 
re. Information Services, and many others. 
. 7. . 
Over 70% of the nation's banks (and 
leading businesses) rely on Mosler vaults, 
; at - record safes, and other protective equip- 
os Seen ; ment. For no Mosler Bank Vault has ever 
nsas ee failed to give complete protection. 
Jr., 5. AND, OF COURSE, you recognize the one safe 6. AND NOW ... even drive-in banking! Swing in eas 
place to keep your Government Bonds—your as you would to a service station and complete . 
du- bank’s safe deposit vault (very likely built by Mos- your banking transaction without getting out of Reprints of this advertisement are available on 
ands ler). A safe deposit box is the place to keep all of your car. Mosler drive-in bank installations make request, Address The Mosler Safe Company, Dept. L4, 
alls your securities, insurance policies, wills, birth cer- it as safe as it is convenient. Could there be any Hamilton, Ohio. 
tificates . .. any papers or treasures that you can’t more convincing evidence of the modern, progres- 
risk losing . . . whether through fire or burglary... sive spirit of today’s banks, and their desire to 
or simply by careless misplacement. serve you better and better? 
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Now it RULES 





tag: 


and writes with 


CHANGEABLE 


PRINTERS 


TYPE STYLES 


ALL IN THE SAME OPERATION 


Now you can prepare your own original forms for reproduction 
by any printing or duplicating method you choose. Lines are 
tuled by merely pushing a button and text is supplied by 
“typing” with the professional looking type designs... in- 
stantly changeable...in all styles... from 6 pt. to 12 pt. 
The fine hair-line ruling can be done right on a mimeo stencil, 
too... or even directly on a litho-plate...........seseeeees 


FOR ALL KINDS OF RULE WORK 


Single, double and vertical 














lines, 





dots, dashes and type, too! 





SAVINGS aretremendous and no sacrifice 
of quality is involved—even though the 
work is done in your office by office 
help. This machine will pay for itself 
and give you a greater supply of printing 
than you have ever enjoyed before. Get 
the full facts today. 


THE ABOVE TEXT WAS VARI-TYPED 


19 COMPOSING MACHINE 


RALPH C, COXHEAD CORP. 
720 Frelinghuysen Avenue 
Newark 5, N. J. 


Please send me Vari-Typer Booklet #99 
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has been given the additional title of 
vice-president. 
. 


A substantial boost in officer rank 
has come to Miller P. Holmes of The 
Delta National Bank of Yazoo City 
(Mississippi). From assistant cashier, 
the directors have advanced him to 
vice-president. 

> 


Named the community’s outstanding 
young man of the year is James E. 
Sherwood, cashier 
of the Citizens Na- 
tional Bank & Trust 
Company of Bay- 
town, Texas. One 
of the town’s most 
active civic work- 
ers, Mr. Sherwood 
is currently chair- 
man of the _ local 
Red Cross. drive 
and is a past president of the Kiwanis 
Club. 

















J. E. SHERWOOD 


o 


Two officers who recently celebrated 
50 vears of service with their respective 
institutions are Fred H. Luers, vice- 
president, First National Bank of 
Springfield (Illinois) and Garret A. 
Denise, president and trust officer of 
The Central National Bank of Freehold 
(New Jersey). 

. 


From assistant secretary, George F. 
Phillips has been advanced to secre- 
tary of the Marine Midland Corpora- 
tion, Buffalo. Named assistant secre- 
tary is Charles E. Rhodes, Jr., assistant 
vice-president and assistant secretary 
of the Marine Trust Company in 
Buffalo. 


e 


A former vice-president of Chemical 
3ank and Trust Company of New 
York, Harry C. 
Thompson has 
joined Investors 
Diversified Services, 
Inc., Minneapolis, 
as treasurer and 
chief financial offi- 
cer. In his banking 
career he has spe- 
cialized in trust 














H. C. THOMPSON 
fund management and administration. 


+ 


Among the promotions at the First 
National Bank, Mobile, Alabama, Har- 
well E. Coale has been named vice- 
president and trust officer. 


° 


Sam C. Britt, assistant cashier and 
personnel manager, has been named as- 


sistant vice-president at The First Na- 
tional Bank of Memphis. E. K. Morgan 
is now assistant cashier. 


e 


After a noteworthy banking caree 
which stretched across 69 years, Bur 
dette P. Eldred, Sr., 84, president of th 
Beloit (Wisconsin) Second Nationa 
Bank, died recently. He was a chartei 
member and former secretary of the 
Wisconsin Bankers Association, and 
has served that organization as treas- 
urer since 1906. 

° 


Formerly an assistant secretary of 
Chemical Bank and Trust Company of 
New York, Edgar T. Sloan has re- 
turned to the Phoenix State Bank and 
Trust Company, Hartford, Connecticut, 
as a vice-president. 


After serving as comptroller since 
1941, George N. Mauger has been ele- 
vated to vice-president at The Dime 
Savings Bank of Brooklyn. Everett J. 
Livesey, formerly assistant vice-presi- 
dent, has been named comptroller. 

Prior to joining “The Dime,” Mr. 





G. N. MAUGER 


E. LIVESEY 


Advanced at “‘The Dime’”’ 


Mauger was with the American Trad- 
ing Company for more than 30 years, 
including 12 years in charge of the 
office at Tokyo, Japan. Mr. Livesey 
for a number of years has instructed 
American Institute of Banking classes 
on savings bank organization and man- 
agement, and in 1949-1950 served as 
president of the Savings Banks Audi- 
tors and Comptrollers Forum of the 
State of New York. 


e 


Three department heads at _ the 
United States National Bank of Port- 
land (Oregon) have been promoted to 
vice-presidents. They are David E. 
Abram, consumer credit department ; 
Fred G. Johnson, investment depart- 
ment; and Walter Johannsen, who has 
been acting head of the foreign depart- 
ment since last fall. 


5 


Norman R. Veenstra has been pro- 
moted to vice-president by the New 


Burroughs Clearing House 
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York Terminal Warehouse Co., Inc. 
He will continue in charge of the New 
England territory with resident offices 
in Boston. 

* 


W. W. Pierce, who recently retired 
as a national bank examiner after 23 
years of service, 
has been named 
a vice-president of 
City National Bank, 
Houston, Texas. 
He started his 
banking career in 
1908 with the First 
National Bank in 
Cooper, Texas. 














W. W. PIERCE 


Bank of America has appointed Kyhl 
S. Smeby to assistant vice-president in 
the corporation and bank relations de- 
partment. 


* 


O. F. Kuny has been moved from 
cashier to vice-president and cashier at 
The Millikin National Bank of Decatur 
(Illinois). John G. Whittle has joined 


the bank as a vice-president. 


4 


From trust officer, C. W. Dannen- 
felser has been elevated to vice-presi- 
dent and trust officer of the Fort 
Wayne (Indiana) National Bank. A. H. 
Gertz is now assistant cashier. 


+ 


Henry Sanders, vice-president, has 
been elevated to head the 5th Avenue 
and 42nd Street Office of The Public 
National Bank and Trust Company of 
New York, New York City. Joseph 
Zutrhellen is now assistant vice-presi- 
dent, James Clifford and J. B. Wilson 


assistant cashiers. 
4 


An experienced real estate loan offi- 
cier, Raymond F. Holly, has been pro- 
moted from assist- 
ant vice-president 
to vice-president by 
The South Shore 
National Bank of 
Chicago. He joined 
the bank in 1949 as 
assistant manager 
of the real estate 
loan department, 
and for nine vears 
was with the morgage loan department 
of the Prudential Insurance Company 
of America. 








R. F. HOLLY 


° 


Elias A. Sadallah and James G. Little 
have been advanced to assistant vice- 
presidents by Manufacturers Trust 
Company, New York City. 
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Is your client’s machinery insurance 


HARTFORD ACCIDENT AND INDEMNITY COMPANY 
HARTFORD LIVE STOCK INSURANCE COMPANY 


HARTFORD 


geared to present values? 


Do your clients know what their machinery is really 
worth? Not “book” values, but replacement cost in 
the light of today’s values? They'd better . . . the safety 
of their business and the security of your loans is 
at stake! 


It’s important to estimate the actual value of ma- 
chinery for two reasons: 


(1) To get adequate insurance protection 
for this big investment. 


(2) To provide valid data for support of 
a possible claim, as required by insurance 
policies. 


You can do something about this. The Hartford Fire 
Insurance Company has prepared a booklet entitled, 
“Your Machinery and its Actual Cash Value.” It con- 
tains forms and examples which help you and your 
clients estimate the values needed for insurance poli- 
cies and claims, Send coupon for free copy .. . it may 
save your clients (and you) a big loss. 


Then urge your clients to see their Hartford agent or 
insurance broker about a sound program of insurance 
protection for their machinery. In more than 5000 com- 
munities the nearest Hartford agent can be located 
by calling Western Union by number and asking for 
“Operator 25.” 





HARTFORD FIRE INSURANCE COMPANY 





FIRE INSURANCE COMPANY 


Please send free copy of booklet ‘‘ Your Machinery and its Actual Cash Value.” 
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Hartford 15, Connecticut 
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Banker Jones has run out of sheep! 





There are not enough sheep in the pasture 
to put Banker Jones to sleep these 
nights! He's too busy wondering if he has 
enough insurance--to protect him in case 

some of his cash should mysteriously disappear, 
or a forged instrument is honored, or a 

holdup occurs on the premises. 





Yes, Banker Jones is wasting time counting 
sheep. Instead, he should count the many 
protective features of Bankers Blanket 
Bond #24, which covers all these hazards and 
many more. BBB #24 is the strongest, 
most inclusive form of protection now offered 
in Bankers Blanket Bonds. 


Ask an Agent of Indemnity Insurance 
Company of North America to explain the 
protection that BBB #24 gives you. Or see 
your own Broker. If you don't know an 
Indemnity Agent, write us, and we'll be 
glad to introduce you. 


INSURANCE COMPANY OF 


NOWTH AMERICA 


COMPANIES, 1600 ARCH STREET 
SP: hilade fhe bial, Fa. 





PROTECT WHAT YOU HAVE© 


Insurance Company of North America * Indemnity Insurance Company of North America ¢ Philadelphia Fire and Marine Insurance Company 


Burroughs Clearing House 
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CANADIAN BANKING 








Bank Credit Curtailed 

Lending practices of the Canadian 
banks were tightened wherever possi- 
ble on February 23 following two 
meetings of Bank of Canada officials 
and the general managers of the ten 
chartered Canadian banks at Ottawa 
and Montreal. The move was part of 
the Canadian government’s fight 
against inflation. 

While some expansion of bank loans 
and other forms of credit had been a 
necessary feature of postwar recon- 
struction and peacetime economic 
progress, it was decided that a further 
increase in total credit outstanding 
would involve over-borrowing and en- 
courage the competitive bidding up of 
prices. With the present defense pro- 
gram and boom conditions, a restric- 
tive approach to the whole question of 
credit extension was felt to be re- 
quired. 

The chartered banks will no longer 
make term loans or purchase corporate 
securities for longer than one year. 
Except in the case of small credits, 
borrowers will have to look to non- 
bank sources for their capital require- 
ments. Lending of money for ordi- 
nary commercial purposes, such as 
financing inventories and receivables, 
will be tightened. 


. o * 


International Reports 

Usually released as an integral part 
of its annual report, the Royal Bank 
of Canada this year has issued in a 
separate, small format booklet its an- 
nual report on conditions in Canada 
and other countries. Half of the 44 
page booklet, which is issued as a sup- 
plement to the bank’s 82nd annual re- 
port, reviews conditions throughout 
Canada, while the remainder is de- 
voted to a review of conditions in Ar- 
gentina, Brazil, Colombia, Peru, Uru- 
guay, Venezuela, Cuba, British West 
Indies, British Guiana, British Hon- 
duras, Dominican Republic, Haiti and 
Puerto Rico, in all of which countries 
the bank operates branches. 

Barclays Bank (Dominion, Colonial 
and Overseas) has a new cover repre- 
senting foreign trade shipping on its 
monthly “Overseas Review,” which is 
made available in Canada through the 
affiliated Barclays Bank (Canada), 
with offices at Montreal, Toronto and 
Vancouver. The monthly review lists 
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.-. Should be kept along with bonds, your will, 
and other important papers, where they are well protected 
until you need them—in a Safety Deposit Box, 
You can have this protection for things 


you don’t want to lose, at a cost of less than two cents a day. 


0. L. Culley, Manager 
College and Bay Branch 


mt BANKeTORONTO 





Promotion used to introduce 
services of new branches 


business conditions throughout most 
of the British Commonwealth and 
Empire, Africa, the Near East, France 
and the United States. It also gives 
summarized external trade tables for 
Great Britain, Israel and Malta. 
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Promotion 


When The Bank of Toronto, head- 
office Toronto, recently opened a num- 
ber of new branches, direct mail ad- 
vertising was used in each community 
to acquaint business firms and house- 
holders of services available at the 
new branch. When the bank opened 
its College and Bay Sts. branch at 
Toronto, a letter signed by the man- 
ager went to all tenants of the office 
building acquainting them with the 
branch’s safety deposit vaults. “Pre- 
cious little valuables ... jewelry, bonds 
and other valuable papers should be 
kept in a safety deposit box” tenants 
were informed and they were invited 
“next time you are downstairs” to 
visit the manager and see the safety 
deposit vault. The letters were dis- 
tributed through the regular mail 
service. 

To promote farm improvement loans 







under government guarantee, The 
Bank of Toronto has distributed a 
questions and answers folder to farm 
implement dealers throughout Ontar- 
io. The folders were sent out by local 
branch managers, especially those in 
rural areas, and contained in addition 
to the folder a card with easel an- 
nouncing that the equipment can be 
bought under the government’s farm 
improvement loan plan. 
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Gold Stocks Increase In. 
Canada 

More gold is coming to Canada for 
safekeeping in the vaults of the Bank 
of Canada at Ottawa. Reports from 
Ottawa show that the net increase in 
gold bullion held in safekeeping for 
non-residents in 1950 reached a peace- 
time high of 15,885,000 fine ounces, 
valued at almost $400,000,000. At no 
time since the early years of World 
War II has there been such an in- 
crease. In 1939 the net increase in 
gold for safekeeping climbed to 10,- 
700,000 ounces and in 1940 it more 
than doubled to 25,114,000 ounces. 
Since then there has been a with- 
drawal, until war clouds caused the 
biggest increase in a decade. 


5 ° e 


Honoring Staff 

A record of men and women of the 
Bank of Montreal who served in World 
War II has been released by the bank 
in the form of a book entitled “Field 
of Honour.” The book contains the 
record of 1,269 men and 181 women 


Records employee war service 
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who left the bank to serve in the allied 
services. Pictures of the 84 service- 
men who died in action are featured 
in the book, together with the records 
of all those who served. This material 
was obtained from data kept during 
the war years, from newspaper clip- 
pings and correspondence. Leather- 
bound copies were presented to the 
next of kin of those who fell. 
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Bank of Canada Reports 


An increase in the number of bank 
in circulation, 


notes a decrease in 
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ee» FOR MACHINE 
FILLING ... SAVE TIME 


HE mechanical formation of the 

gunshell wrapper affords paper 
equivalent to 3 times the inner cir- 
cumference, giving superb strength, 
neatness, and a definite greater pro- 
tection to wrapped coins. Inner con- 
volution folded to insure snug contact 
with adjacent wall aids elimination 
of clogging and strengthens center of 
wrapper. End crimps tightly. Made of 
No. One 50 Ib. Kraft—the strongest.—~ 
Symmetrically packed 1,000 to a car- 
ton, with all crimped ends turned one 
way. Great time savers for machine 
filling. 
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Free Samples ¢ Write today to Dept. B 


The C. lL. DOWNEY Comnany 


HANNIBAL 


MISSOURI 


Worldi Largest Mins. of Coian Wrappers 








profits, a report on increased foreign 
investment in Canada, and likely de- 
velopments of defense expenditures on 
the Canadian economy highlight the 
1950 annual report of the govern- 
ment’s Bank of Canada, released at 
Ottawa in mid-February. 

“Probably the most striking indica- 
tion of the importance of develop- 
ments, in the United States and else- 
where, to the economic situation in 
Canada during 1950, is that the aver- 
age price of our exports and imports 
in terms of Canadian dollars rose 10 
per cent and 7 per cent respectively 
over the year although the premium 
on the United States dollar declined 
over this period from 10 per cent to 6 
per cent,” Graham Towers, governor 
of the Bank of Canada reported. 


Mr. Towers outlined the problems 
created by an addition of $625,000,000 
in United States currency to Canada’s 
gold and foreign exchange reserves 
during the year. He said this reflected 
an import of capital rather than any 
surplus in Canadian current balance of 
payments. The rise in foreign ex- 
change reserves required Canadian 
dollar financing on a large scale. The 
government had met some of this by 
the use of part of its overall cash sur- 
plus, the sale of deposit certificates to 
the chartered banks and the acquisi- 
tion of net foreign exchange assets. 
The financing of part of the increase 
in foreign exchange reserves and a 
rise in chartered bank loans had led 
to an increase of $698,000,000 in the 
liquid assets held by the general pub- 
lic. Of this increase about $306,000,- 
000 was held by non-residents. 


The Bank of Canada note circula- 
tion at end of 1950 was $1,367,421,841 
an increase over the year of $59,997,- 
695. This was partly accounted for by 
the Bank assuming responsibility for 
the remaining outstanding notes of the 
chartered banks issued for circulation 
in Canada. Only Bank of Canada notes 
are now in use in Canada. 
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The net profit from operations in 
1950 was $19,887,548 as compared to 
$20,667,378 in 1949. The whole of the 
surplus was placed in the Canadian 
consolidated revenue fund as required 
by the Bank of Canada Act. 


Unclaimed Deposits 

A total of $4,750,000 is now being 
held by the ten chartered Canadian 
banks, Quebec savings banks, and the 
Bank of Canada for depositors who 
have failed to claim their deposits. The 
government’s Bank of Canada, which 
receives deposits unclaimed for ten 
years in the banks where the deposit 
was originally made, now has $3,184,- 
000 on deposit. The chartered banks 
have $1,554,000, an increase of $132,- 
000 in the past year. A report on these 
deposits was made to the Canadian 
Parliament recently. The deposits 
vary in size from $1 to $25,276, with 
the average between $30 and $40. Not 
only Canadians made these deposits, 
but people from all parts of the United 
States and Europe are included. The 
deposits can be claimed by the deposi- 
tors at any time. A complete list of 
the deposits is available through the 
return made to the Canadian Parlia- 
ment at Ottawa early in February. 


Personnel 

G. Harold Edwards has been ap- 
pointed superintendent of branches of 
the Guaranty Trust Company of Can- 
ada, Toronto. He has had wide expe- 
rience in trust company affairs and 
has been comptroller since 1948. 

Stanley M. Wedd, president of the 
Canadian Bank of Commerce, Toronto, 
has been elected to the board of direc- 
tors of the National Trust Company, 
Toronto. 

William Bruce Young has been ap- 
pointed European representative of 
The Bank of To- 
ronto, with 
headquarters at 
London, Eng- 
land. He will 
contact business 
firms, both in 
Great Britain 
and on the con- 
tinent, who plan 
to move to Can- 
ada. The Bank of 
Toronto does not 
Maintain a 
banking office in London. Mr. Young 
started with the bank as a junior in 
1919, has been an inspector, manager 
of an important Toronto branch, and 








W. B. YOUNG 


| was supervisor at head-office at Toron- 


to before being posted to London. 
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These booklets are available upon 

request, free of charge or obliga- 

tion, under an arrangement 

whereby the requests are re- 

ferred promptly to the producers. 

Simply address requests on bank 
, or company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 

















How To Appraise Management 
... This interesting, 12-page study 
outlines the ten main divisions of 
corporate and management evaluation, 
as derived by The American Institute 
of Management through an extensive 
appraisal of over 2,000 American cor- 
porations. Each of the ten crucial as- 
pects of management appraisal is il- 
lustrated by the policies of a specific 
American company rated by the In- 
stitute as excellent in the particular 
activity. 


Popular Economics . . . Each 
month this excellent magazine ex- 
amines some special phase of the 
American economic system. Prepared 
in an attractive and informative man- 
ner, each issue also contains short 
topical features of general interest. 
Ideal for customer or employee distri- 
bution. 


SHOWING EUROPE HOW 
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? The Bank In Which You Work 
.... The excellent employee handbook 
of the Continental Illinois National 
Bank and Trust Company of Chicago 
is designed both to answer employee 
questions regarding working arrange- 
ments and to educate the employee in 
the history and policies of the bank. 
A well-illustrated handbook of this 
type can save time, build morale and 
help build business in any bank. 


The Real Estate Forecast for 
1951 ... A leading real estate analyst, 
speaking at a meeting of bankers, 
builders and realtors, gives his ideas 
on the future trend for the overall real 
estate market as well as specific types 
of property. A special question and 
answer section, of particular interest 
to bankers and mortgage loan officers, 
deals with current problems in real 
estate building and financing. 


Duties and Responsibilities of a 
Bank Auditor and/or Comptroller 
. . . The National Association of 
Bank Auditors and Comptrollers con- 
ducted an extensive survey to deter- 
mine the administrative position of 
auditors and comptrollers in the na- 
tion’s banks. Of particular interest in 
this meaty 50-page booklet are the 
excerpts governing auditors and 
comptrollers from the by-laws of 72 
different banks. 


Latin-American Business High- 
lights . . . Concise reports on Latin- 
American trade developments are 
given in this well-prepared, quarterly 
review. Over-all trade and financial 
highlights are summarized together 
with specific information on the do- 
mestic commerce, internal development 
and foreign investment situation in 
the countries covered. 


Economics Is An Art! ... An in- 
teresting essay appearing as one of the 
editions of The Clarkson Letter, a 
monthly booklet published by Clark- 
son College of Technology. The essay 
questions our methods of thought and 
action in regard to economic issues 
and suggests standards of straight 
thinking that will help preserve and 
perpetuate the American economy. 


Bonded Defense Against The 
Check Forger . . . This booklet is 
chiefly concerned with the protection 
afforded by forgery bond coverage. 
The discussion includes branch office 


BONDED DEFENSE AGAINST 


The Check "Forger 


THE SURETY ASSOCIATION OF AMERICA 
Br ganrard PHS) 


tit Joho: Street, New York, N.Y 








A timely booklet 


coverage, employee forgers, liability 
of the depositor and of the bank, the 
imposter rule, adequate amounts of 
coverage, and loss prevention. 


How to Save Time and Money 
with a Checking Account... This 
booklet, designed as a customer give- 
away, points out the benefits of a 
checking account and describes in de- 
tail the right way to make a deposit, 
how to write checks so that they can- 
not be changed, the loss-proof way to 
endorse checks, how to reconcile the 
monthly statement, safety rules for 
handling a checking account, and the 
seventeen questions most often asked 
by depositors. 


How to Get Full Value from Your 


‘Annual Report . . . Some interesting 


examples and some thought-provoking 
suggestions in regard to statement-of- 
condition advertisements are offered 
in this booklet, which is published by 
an ad agency specializing in this type 
of work. 


Savings Bank Supplement... 
An excellent example of a form of bank 
promotion that is rapidly increasing 
in popularity, this supplement to the 
Sunday edition of a New York news- 
paper was sponsored by the Savings 
Banks of New York State. Aspects of 
the thrift movement and details of 
savings bank operations and commun- 
ity service are presented in high-qual- 
ity, editorial style. 
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10,000 tellers 
cah tell you— 


BURROUGHS 












BURROUGHS 
COMMERCIAL TELLER’S MACHINE 


There’s no trick to operating a Burroughs 
Commercial Teller’s Machine. . . as any one 
of 10,000 tellers in banks everywhere can 
tell you. Long experience has shown Bur- 
roughs how to simplify machine operations 
to help reduce operator training time to a 
minimum. With Burroughs machines you'll 
enjoy mechanized teller operations at the 
lowest possible cost. Get in touch with your 
Burroughs man —today. 


aA 
WHEREVER THERE’S BUSINESS THERE’S Bu rroughs = 


Burroughs Clearing House 




















COURT DECISIONS 








By CHARLES R. ROSENBERG, Jr. 


Member of the Bar of Pennsylvania and of the 


Oral Evidenee on Checks 
Ruled Admissible 

A Mr. Richards, a businessman, kept 
all his funds in an account in his 
daughter’s name. Dominick Azzarello 
had a claim of $225.00 against Rich- 
ards and the latter’s daughter drew 
and delivered a check to Azzarello’s 
order for that amount. Azzarello knew 
all the circumstances surrounding the 
transaction when he took the check, 
which was postdated. 

When payment on the check was re- 
fused for insufficient funds Azzarello 
sued the maker, Elizabeth N. Richards. 

Holding that Miss Richards was not 
liable on the check, the Municipal 
Court of Syracuse said: 

“The plaintiff, payee of a postdated 
check for $225.00, has brought this ac- 
tion on the check against defendant, 
the drawer, who signed and delivered 
the check to the plaintiff. It was post- 
dated. And when plaintiff presented it 
at the drawee bank on the date of the 
check payment was refused for in- 
sufficient funds. 

“Defendant was employed as book- 
keeper by her father, a contractor, 
who at all times kept his funds in a 
checking account in her name. From 
time to time she signed checks on this 
account as he directed, the checks bear- 
ing her signature alone with no indi- 
cation of agency. Plaintiff knew of this 
arrangement when he received the 
check, signed in this manner by the 
defendant, and delivered by her to the 
plaintiff at her father’s request in pay- 
ment of his obligation to the plaintiff 
for services. 

“While the defendant’s ordinary 


duties as her father’s bookkeeper were | 
the duties of an employee and not of | 


an agent, she was acting as his author- 
ized agent when she signed and deliv- 
ered this check. But so far as the law 
of agency is concerned she is not per- 
sonally liable on this check because of 
these facts: (1). She was acting only 
as an agent. (2). She was acting with- 
in the scope of her authority. (3). The 
plaintiff knew this when he took the 
check. (4). The plaintiff knew who the 
real principal was. Under such circum- 
stances the law of agency imposes no 
personal liability upon the agent, 
though he signs individually. 

“As to consideration, it is immate- 
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rial that the plaintiff paid no consider- 
ation to the defendant. This check, 
though postdated, was a negotiable in- 
strument. 38 Yale Law Journal 1063. 
Plaintiff is therefore entitled to the 
presumption of consideration. Nego- 
tiable Instruments Law, 50. And this 
is not overcome merely by the fact that 
the drawer received no consideration 
from the payee where, as in this case, 
the check was drawn at the request of 
a third person. 

“Likewise the question of fraud is 
easily disposed of, since the act of giv- 
ing a postdated check is not in itself 
evidence of fraud, nor a violation of 
Section 1292-a of the Penal Law. One 
who gives a postdated check does not 
impliedly represent that funds are 
then available to pay it, but merely 
that they will be available on the fu- 


ture date of the check. In other words 
a postdated check is in the nature of a 
promise to discharge a present obliga- 
tion at a future date. The implication 
is that the funds are not yet available; 
otherwise the check would not be post- 
dated. 

“We come now to the principal ques- 
tion in this case: Whether or not, in 
dealing with this negotiable instru- 
ment, with no written or printed indi- 
cation of agency thereon, oral evidence 
was admissible to show that the de- 
fendant signed only as an agent; that 
the plaintiff knew it; and that neither 
of the parties intended that the de- 
fendant should be personally liable. 
Ordinarily the parol evidence rule pro- 
tects a negotiable instrument from 
such oral explanation. My limited re- 
search, however, has not disclosed any 
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KNOW HOW 


Business men and bankers who have visited 
Australia and New Zealand will tell you that the best 
medium for facilitating trade between the U.S.A. and these 
countries is the Bank of New South Wales, largest 
commercial bank there. 

You are invited to use our specialist services 


through your bank. 


BANK OF NEW SOUTH WALES 


British & Foreign Department, Sydney, Australia. 
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GROWL, TAKE THE LOAD 
OFF 


To relieve those “Growling Dogs” 
we offer you our 


BRITT TELLER MAT 


for comfort and efficiency. 


Large Size 





Size 18 x 30—Wt, Approx. 5 lbs. 


Square ends fit snugly into corners. 
Hugs the floor with a firm grip. 
Will not skid or curl. 
Quickly and easily cleaned. 
Made of heavy, durable, rubber 
stock, ribbed, % inches thick, by 
an exclusive process. 
No one can give you more rubber 
for your money. 
The BRITT TELLER MAT 
promotes efficiency, prevents 
fatigue and preserves energy. 


Priced at $2.95 Each, Postpaid 


Hea bechncte: Company 


P. O. BOX 1344 
CLEARWATER, FLORIDA 
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decision in this state which precludes 
a special consideration of this question 
in the instant case. 


“In another case, where payees of a 
negotiable note failed in their action 
against the maker who had signed as 
‘trustee’, it was held that oral evidence 
was admissible to show that he signed 
in his representative capacity, and that 
plaintiffs knew this when they took the 
note. Here of course there was some 
evidence of agency on the face of the 
note. But the decision is not limited to 
an explanation of the word ‘trustee’, 
and there was no evidence of a condi- 
tional delivery. Referring to Section 
39 of the Negotiable Instruments Law, 
the court said: ‘It is contended on be- 
half of the plaintiffs that his repre- 
sentative character must be disclosed 
upon the face of the note. This may be 


| so in so far as innocent purchasers for 
| value are. concerned, but as to the 


payees named in the note we think a 
different rule prevails. * * * We do 
not understand that the statute to 
which we have alluded was designed to 


| change the common-law rule in this 


| regard, which is to the effect that, as 
| between the original parties and those 
| having notice of the facts relied upon 


as constituting a defense, the consider- 
ation and the conditions under which 
the note was delivered may be shown.’ 
The word ‘conditions’ here refers to 
the circumstances under which the 


| note was given. 


“In another case, where the defend- 
ant who had signed a note as ‘presi- 
dent’ was held personally liable, the 
court based its decision on the ground 
that defendant’s agency was not dis- 
closed to the plaintiff; and said that 
if it had been disclosed defendant 
would not have been personally liable, 
though he had executed the note in 
such form as to make it apparently his 
own. Likewise in Schmittler vs. Simon, 
114 N.Y. 176, 21 N.E. 162, 11 Am. St. 
Rep. 21, the court recognized the ad- 


| missibility of parol evidence by one 


| 


who had signed as ‘executor’, not mere- 


ly to explain the word, but to show the 
_ intention of the parties. 
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“The court held, in another case, 
without expressly referring to the 
parol evidence rule, that the maker of 
a note, who had signed as ‘Agt.’, would 
not be liable to payees who knew when 
they took the note that he had signed 
as the authorized agent of another. 
In the case of Kerby vs. Ruegamer, 
101 App. Div. 491, 95 N.Y.S. 408, 
where the payee of a negotiable note 
sued the makers who had signed as 
‘trustees’, and parol evidence was re- 
ceived to relieve them from personal 
liability, the court said that the note 
need not disclose upon its face infor- 
mation which the plantiff already pos- 
sessed when he took it. Likewise in 
another case, where the payee of a 


negotiable note sued the maker who 
had signed as ‘President’, parol evi- 
dence was received to show that the 
maker intended to bind a certain cor- 
poration known to the parties, that he 
was authorized to do this, that he did 
not intend to obligate himself person- 
ally, and that the payee knew these 
facts when the note was signed and 
delivered. Such evidence, said the 
court, ‘would not contradict the note’. 
It seems to me, however, that such evi- 
dence certainly changes the effect of 
the instrument, and may destroy its 
value. 

“For a learned review of this sub- 
ject see 1 Mechem on Agency, 2nd Ed., 
Sections 1121-1163. The conclusion ap- 
pears to be as follows: Ordinarily 
parol evidence is not admissible to re- 
lieve an agent who has signed a nego- 
tiable instrument with no written or 
printed indication of agency thereon. 
But as between parties having knowl- 
edge of the facts, the circumstances 
may be shown. 1 Mechem, supra, Sec- 
tions 1162-1163. 

“In the instant case I hold that an 
agent who in good faith draws a check 
in his own name, regular and negoti- 
able in form, as expressly authorized 
by a known and disclosed principal, 
solely for the benefit of the principal 
and the payee, on funds of the princi- 
pal in the agent’s account, with no in- 
tention of obligating himself indivi- 
dually, may escape personal liability to 
the payee by parol evidence showing 
that he took the check with knowledge 
of these facts. 

“Complaint dismissed. Judgment for 
defendant, with costs.” (Azzarello vs. 
Richards, 99 New York Supplement, 
second series, 597). 
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Branch Banking in Uninecor- 
porated Areas 

That the practical effect of a bank- 
ing statute may depend largely on the 
interpretation given it by the adminis- 
trative authorities is illustrated by a 
New York case on branch banking. 

The applicable statute provided, 
among other things, that a bank or 
trust company might open and occupy 
a branch office or branch offices in any 
city or village located in the banking 
district in which is located its princi- 
pal office, but not in competition with 
an established bank. 

A large city bank applied to the 
Superintendent of Banks for permis- 
sion to establish a branch office in a 
near-by area which was not in a city 
or village and in which there was no 
bank. The application was granted 
with the approval of the state Banking 
Board. A state bank located in a 
village near the prospective location 
of the proposed branch bank brought 
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Local industries are calling upon their banks for help in solving 
an ever-widening variety of financing problems. 


How to keep abreast of the needs 
of your customers 


@ Today, your customers are confronting 
an ever-increasing number of problems .. . 
and many of these problems challenge you as 
never before. For as banks are called upon 
to counsel and serve in new and widening 
fields, they must equip themselves to do so. 

Supplementing their own experience and 
facilities, many banks find Irving Trust’s 
specialized knowledge in various industries 


and its complete range of correspondent 
services of exceptional value today. Helping 
correspondent banks to build more income- 
producing business is one of Irving Trust’s 
important jobs. 

No doubt you have heard the saying, 
“You can always bank on Irving service.” 
We are confident that any Irving corres- 
pondent will tell you that. 


IRVING TRUST COMPANY 


ONE WALL STREET 


WittraM N. Enstrom, Chairman of the Board 


NEW YORK 15, N. Y. 


Ricwarp H. West, President 


Domestic Banking Division, NoLan Harrican, Senior Vice President in Charge 


Capital Funds over $118,000,000 





Total Resources over $1,200,000,000 


MEMBER OF THE NEW CoAST-To-coast “BANK WIRE” System 
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BRONZE PERPETUAL CALENDAR 





Replace your worn 
Celluloid or Cardboard 
Inserts with new 
NON-WEARING 
BAKELITE ENGRAVED 
LETTERS AND 
NUMERALS 
For Prices 
Send Us Samples of 
Sizes You Use 
Address Dept. B 


counter. 











No. CK-2 


Base Measurements: 20"' 


No. CKD-2... 


for Counters and Safe Deposit Booths 
{with Two-tone Pen Holders) 


This superb, modern-styled Counter Calendar with hinged tops perks 
up the appearance of any counter or booth! Contains lifetime Bakelite 
enameled and engraved inserts for days, months and dates. 
with genuine Kerr Fountain Pen sets which assure long wear. 


’ Your choice of Single or Double-Faced for one or both sides of writing 


Furnished 


x 6"'—Height: 254"' (including 5/16'' thick base) 


.$75.90 (Double Face—with 4 Pens) 
. $45.65 (Single Face—with 2 Pens) 


(If desired in chrome, add $2.80 to each of the above prices.) 
Write for details of other all-metal PERPETUAL CALENDARS 
—with and without Pan Sets—for COUNTER and WALL use. 


Headquarters for NAME PLATES + HOLIDAY TABLETS + SPECIAL PLAQUES 


BANK PRODUCTS COMPANY 


ESTABLISHED 1930 
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NEW YORK 7, N. Y. 2 CO 7-3590 








Arizona’s continuing 
& economic progress is 
reflected by our year-end # 
deposits which passedthe # 
quarter-billion dollar % 
mark — an increase of 378% # 
during the last decade. 
= ARIZONA'S STATE-WIDE BANK © 
VALLEY NATIONAL BANK 
& RESOURCES $268 MILLION 32 
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BANK SIGNS 


IN DIGNIFIED BRONZE 





Picture the name of your bank in en- 
during bronze ... the names of your 
personnel in desk plates of the same 
handsome metal. 


Let us show how we can give you the 
finest in signs, desk plates and bulletin 
boards at very economical prices. 


Send for free illustrated literature. 


* * * 


DESK NAMEPLATES 


SIZE ILLUSTRATED 2” x 10” 
ON BRONZE EASEL 


\ Mr.BARRETT 








COST $7.50 


* * * 
“BRONZE TABLET HEADQUARTERS” 


United States Bronze Sign Co., Inc. 
570 Broadway Dept. BM NEW YORK 12, N. Y. 




















| not be ignored.” 


| 
| 


a legal proceeding aimed at setting 
aside the action of the Superintendent 
of Banks permitting the branch. 

One of the main contentions made 
by the objecting bank was that the 
Superintendent of Banks had violated 
the statute by sanctioning a branch 
bank at a site outside the limits of a 
city or incorporated village. 

Rejecting this contention the Su- 
preme Court of New York pointed out 
that another section of the statute 
permitted branch banking in an un- 
incorporated village and that the 


| Superintendent of Banks had deter- 


mined that the area in which the 


| branch bank was to be located met the 


| requirements for a village with respect 


'to population, area, etc. 


The court 
continued: 

“The petitioner asserts that it was 
not the intention of the Legislature 
to include within the provisions of the 


| section any area which had not been 
| incorporated as one of the statutory 


municipalities therein named. Such a 
construction would defy the plain 
words of the statute. By explicit 


|. language in a separate subdivision the 


| Was 


term ‘village’ is defined and is stated 
to mean either an incorporated or un- 
incorporated village. When the statute 
enacted, the Legislature was 


' aware that an unincorporated village 
| was not a municipal corporate entity 
| with its own governmental structure. 


Either it must be said that a meaning- 
less subdivision was enacted since 
there could be no necessity to define 
an incorporated village or that there 
was a legislative intent to denote some 
area other than that embraced within 
an incorporated village within which a 
branch bank could be established in a 
proper case. To adopt the petitioner’s 
view would be to deny banking facili- 


| ties to residents of the state who live 


in populated but unincorporated areas 
wherein every other facility for mod- 
ern living exists on the basis that the 
areas involved although eligible to do 
so had not been formally incorporated. 
The Legislature did not intend such 
and has expressly said so. Any other 
construction of the statute would 
defeat its purpose and deny effect to 
all of the language used.” 

Referring to the fact that over a 
period of fifteen years fourteen branch 
banks had been authorized and estab- 
lished in unincorporated areas, the 
court made this significant observation 
with respect to the importance of 
administrative interpretation: 

“If there were ambiguity such prac- 
tical construction of the statute by 
those charged with the duty of its 
application and enforcement over 
such an extended period of time could 
(Bank vs. Bell, 96 
New York Supplement, Second Series, 


| 85.) 
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FARM CREDIT 


(CONTINUED FROM PAGE 27) 


After a visit by the bank’s agricul- 
tural agent to his farm to check the 
available pasture and feed and an ex- 
amination of his character record and 
working habits, a recommendation was 
made to the loan officer to grant the 
loan. On April 1, 1948, a loan of $4,000 
was authorized, to be amortized over 
a three year period by applying one- 
half of the milk receipts on the ac- 
count. By the end of 1948 the bor- 
rower, out of his milk receipts, had 
reduced the obligation by $3,200. How- 
ever, a further loan of $10,753 was 
then made to cover the cost of addi- 
tional pasture, a tractor and combine, 
and home appliances. As of March 1, 
1951, all but $5,764 of the total in- 
debtedness has been repaid. During 
the intervening period, Mr. Corder’s 
herd as well as his earning capacity 
have substantially increased, and his 
pastures are now in high production 
which will make it possible for him to 
liquidate the loan on schedule. 


N the early Spring of 1949, Ernest 
Holland, an old dairy farmer, re- 
tired from dairying because of his 
health. He had many acres of well- 
established pasture and converted his 
operations to beef production. In 
March of that year he borrowed $7,970 
to purchase brood cows. These cows 
were heavy springers and for that rea- 
son the loan was set up on a two-year 
basis. From the sale of calves and cull 
cows, Mr. Holland reduced his loan by 
the Fall of 1949 to $843, but since then 
his financing needs have been exten- 
sive. From the beginning of this 
change-over project, he has borrowed a 
cotal of $19,334 to buy stocker cattle 
and fertilizer for pastures. He now 
owes only $6,837 which is secured by 
34 cows and calves, and there should be 
an increase of at least 20 to his herd 
this year. 

In the Fall of 1948 Millard P. Glass 
bought a small, badly abused farm and 
began the task of clearing, terracing 
and rehabilitating the land and build- 
ings. In April, 1949, he became inter- 
ested in producing manufactured milk 
and applied for a loan to buy two cows, 
fertilizer and grass seed. After check- 
ing his moral and working habits and 
finding them good, a loan of $737 was 
made. This was set up on a two-year 
basis and was to be paid by applying 
every other milk check. In November, 
1949, by adding some earning from 
cotton to the milk receipts, Mr. Glass 
had repaid the entire account. Since 
that time he has borrowed $1,296 to 
buy two more cows, seed, fertilizer and 
fencing and has paid out of milk re- 
ceipts all but $293 as of March 10 
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If you saw an advertisement like this—wouldn’t it make 
you stop and think? 


Are you—or any other officers in your bank—still sign- 


ing checks by hand—by the hundreds—wasting executive 


ability and energy on a task now being handled in many 
leading banks by the Todd Protectograph Signer? 

A time study survey has just been completed analyzing 
the financial loss due to hand signing of checks; it covers 
salary brackets from $5,000 to $25,000. It shows, for 
instance, how a $15,000 a year executive, signing 2,000 
checks a week, is wasting $3,000 annually for his bank. 
And, at the same time, he’s distributing 104,000 “samples” 
of his signature—a dangerous procedure for any bank. 

Save officer time! Protect signatures—and bank funds 
—with a Todd Protectograph Signer that defies duplication 
by providing positive control over check issuance with 
tamper-proof lock and non-resettable counter—and, in addi- 
tion, speeds up check issuance. 

A copy of the above time study survey, showing how 
much it costs your bank to hand-sign checks, is yours for 
the asking. Clip the coupon now and we will send you the 
report and the full story about the Todd Signer. 


THE TODD COMPANY, Inc., Dept. BCH, Rochester 3, N.Y. 


Please send us a copy of the survey “Cost of 
Signing Checks by Hand”— without, of course, 
any cost or obligation on our part. 





Name of Bank 





COMPANY, INC. ~ 
Todd 4 


Address. 





NEW YORK 
PRINCIPAL CITIES City. Zone___State 








BCH-4-51 





Sis tt re en om ont enon en en ep emiawail 


~] 
_ 











of the current year. 

Many of the loca] farmers now have 
extremely well-balanced farming pro- 
grams. Thus M. E. Wilson, one of our 
agricultural agents, recently cited the 
diversification which he has helped to 


program on the 99-acre farm of one of 
our customers. At the time of the re- 
port, the farmer had four brood sows 
and was fattening 20 hogs. He keeps 
from four to six milk cows. Six to eight 
beef calves are fattened each year. He 
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has four poultry houses. Crops include 
cotton, corn, clover, lespedeza and 
grain sorghum. A home orchard is 
maintained. Mr. Wilson’s assistance 
has included helping to plan the crop- 
ping program, design new laying 
houses, and aid in disease control. 


HE fact that our agricultural 

agents adapt plans to the best land 
use is exemplified in a program recent- 
ly laid out by W. H. Buchanan for a 
sizable tract. Here, cotton planting in- 
stead of being reduced was greatly ex- 
panded. Whereas only 60 acres had 
usually been devoted to cotton, the land 
owners adopted tractor farming and 
planted 400 acres in cotton along with 
30 acres of corn. Besides mechaniza- 
tion, plans also included treated seed, 
early planting, heavy fertilization and 
proper cultivation. A pasture and row 


_ crop rotation is used which builds up 
| the land and controls Johnson grass. 
| Cattle are grazed on the pastures for 





three to five years. Crop rotation and a 
mechanical cotton chopper have helped 
to reduce labor requirements and have 
increased profits from the land. 


Quite a number of our rural custom- 
ers have found it profitable to concen- 
trate on poultry. G. H. Lehnert, an- 
other of our agricultural specialists, 
has helped one farmer expand his 
broiler production to 66,000 annually. 
This rural customer has made steady 
progress for several years under a 
partnership arrangement, and recently 
the bank helped him to finance pur- 
chase of the entire business. Mr. Lehn- 
ert has assisted this poultry entrepre- 


| neur in management, disease control, 
| feeding programs, building plans, and 





Banking Service 


Limited 





marketing arrangements. 


One of our agents, C. T. Bailey, 
known by just about everyone in his 
territory as “Doc,” has had 20 years of 
experience in assisting farmers. One 
instance that comes to mind concerns 
a 70-year-old who for health reasons 
has long been unable to work in the 
fields. However, that has not stopped 
him from making a living and re- 
taining his independence. The bank 
helped him start a small-scale broiler 
project that has since been expanded 
to net him a comfortable return above 
feed, fuel and chick costs. With no elec- 
tricity on the farm, watering was a 
problem until Mr. Bailey noticed that 
the well was above the level of the 
broiler houses, and he worked out a 
gravity water system which the elderly 
operator says has cut his work in half. 


Mr. Bailey has also been very active 
in helping to build up an extensive 
dairy industry. He has taken the lead 
in encouraging artificial breeding, in 
working out suitable pasturage and 
crop rotation programs, in promoting 
dairying among farm youth, and in 
helping farmers build grade A dairy 
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barns. In a five and a half year period, 
82 new dairy barns of this kind were 
erected in the county served by Mr. 


Bailey, and the State National Bank | 


assisted in 58 of these projects, financ- 
ing 48 of them entirely and the rest 
partially. 

W. J. Alverson, farm agent, has 
helped to stimulate the raising of 
sweet potatoes in his county district, 
through the distribution of grade A 
certified seed potatoes One of the cus- 
tomers he counsels has demonstrated 
that curing on the farm is the key to 
profits from this crop. The year after 
he built his curing house, the market 
for sweet potatoes at harvest time was 
$1 a bushel. Three months later he re- 
ceived $2 a bushel. From three acres 
of sweet potatoes he sold 426 bushels 
for $852. Three tons. of culls were de- 
hydrated at a nearby plant, making a 
ton of the best grain substitute cow 
feed available. Some 50 bushels of 
seed potatoes were stored for spring 
bedding. All this, plus plenty of pota- 
toes for family use, from just three 
acres. 


OMETIMES, when credit hazards 
appear, the bank men really have 

to take over a farm’s operations with a 
firm hand—and this is a time when it 
is a definite advantage to have trained 
agriculturalists capable of formulating 
and supervising “work-out” programs. 
One example that comes to mind is a 
dairyman who was having a hard 
struggle financially despite a bank 
loan. He spent tco much money on feed 
and not enough for fertilizer. We had 
to compute in detail what he would 


need in the way of fertilizer and seed | 


to build adequate pastures, his seed re- 
quirements for row crops, etc., and 
then we wrote out specific instructions 
for him to follow as to how much fer- 
tilizer to spread per acre and what type 
of seed to use. The additional loan 
needed to put him on the right road 


was set up on an annual basis, to be | 


repaid out of every other milk check. 


We also financed additional cows to en- | 
able him to operate an economically | 


feasible herd, despite today’s high 
market prices for good dairy cattle. 
Now the loan is being liquidated satis- 
factorily. 

As another instance of a loan work- 
out, there is the farmer who planted 
cotton exclusively. For his entire op- 
eration in 1949 he only used 200 
pounds of fertilizer an acre. Along 
came the boll weevil and literally “ate 
him up,” leaving him indebted to the 
bank to the tune of $1,900, largely on 
a tractor loan. Instead of endeavoring 
to collect this, the bank worked out a 
program for him entailing additional 
inancing. It reduced the cotton acre- 
ige to an amount he could thoroughly 
cultivate using the best seed and suf- 
ficient fertilizer. The balance was 
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years in meeting the bonding 


and insurance needs of banks 
and other financial institutions, 
and makes its services readily 
available to them through more 
than 9,000 experienced local 
representatives. 
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BUSINESS CONTACTS 
In Australia 


and New Zealand 


With a background of 116 years of 
experience and with a comprehen- 
sive organization throughout Aus- 
tralia, New Zealand and Fiji the 
Bank of Australasia is well equipped 
to provide you freely with informa- 
tion pertaining to busines contacts, 


markets, exchange and travel. 


Your enquiries will be welcomed 


BANK OF AUSTRALASIA 


Head Office: 4 Threadneedle St., London EC2. 
Chief Australian Office: 
394-6 Collins St., Melbourne. 


Chief New Zealand Office: 
99-101 Custom House Quay, Wellington. 
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the New 
Streamlined 


| Gx. COIN CHANGER 


In banks, chain and department 
stores, financial institutions, fac- 
tories, PX's, ticket offices, etc.— 
wherever quick, accurate ‘change 
making is a problem—they all 
say the new M P Jr. semi-auto- 
matic is tops. Modern stream- 
lining does it. Provides both bet- 
ter appearance and smoother, 
more efficient operation. And the 
clincher—with all its features, 
the M P Jr. is actually the lowest 
priced streamline design changer 
on the market. At leading sta- 
tionery and office supply dealers. 


METAL PRODUCTS ENGINEERING, INC., 
4000 Long Beach Ave., Los Angeles 58, Calif. ) 


Send literature on MP Jr. and nearest dealer's name. 
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turned into pasturage, and a milk cow 
purchased. Now the farmer has r-- 
duced his bank debt from $2,700 io 
$900. He has two milch cows and some 


| calves, two sows, and plenty of garden 


vegetables. In fact, he can live on these 
“sidelines,” and unless unforeseen 
emergencies occur he can get out of 
debt. In such problem cases, we ex- 
pect the farmer to take advantage of 
crop insurance protection on cotton aft- 
forded through the Production Mar- 
keting Association. 

Besides production and capital im- 
provement credit for the individual 
farms, the bank has also helped to 
finance marketing programs. It is rec- 
ognized that there can be no agricul- 
tural lending without a market, 
whether it be for broilers, or milk, or 
live stock. 

Six years ago, one coop of chickens 
would have glutted the poultry market 
in Decatur. Now the community has 
a dressing plant that can handle 1,800 
to 2,000 broilers an hour. It was orig- 
inally set up with a $3,000 loan to 
local parties,.and is now owned and 
operated by Quaker Oats Company. 

There are now numerous dairies in 
our territory, and in many cases the 
bank has provided the financing. We 
have also helped to develop an al- 
falfa dehydrating plant to provide a 
market for this crop, in the form of 
alfalfa meal. Within two and a half 
crop seasons, this cooperative venture 
has become profitable. 

Bank encouragement of live stock 
has in turn helped to develop an ade- 
quate local market. Two auction yards 
in Athens, Alabama, did a $2,250,000 
business last year. 


UR bank men are also active in 

virtually all community projects 
relating to farm life. To improve the 
quality of local farm animals they have 
helped to develop the Artificial Breed- 
ing Association, the Dairy Association, 
the Jersey Cattle Association, various 
hog breeding associations, and many 
others. They are on the boards of di- 
rectors and committees of practically 
all farm organizations in this area. 
They take an active part in the social 
life of their communities. 


Nowhere are they more prominently 


| linked than in youth activities. Here 





we try not to become too firmly identi- 
fied with any one project, but to ascer- 
tain the current interests in each com- 
munity and adapt our programs ac- 
cordingly. We offer numerous prizes 
for live stock and crop production 
yields. We have purchased fattened 
calves at high prices, to encourage 
youthful owners. We have co-sponsored 
educational phases of youth work, and 
encouraged forest fire control activi- 
ties. We have even furnished signs in 
front of farm homes identifying 4-H 
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Club boys and girls. All these projects 
are carried out in conjunction with the 
Extension Service and Vocational Ag- 
riculture Department. 

Our farm program has been sup- 
ported by some practical newspaper 
advertising featuring local farmers, 
and relating case histories of how they 
developed improved farm practices 
with the assistance of the bank’s agri- 
cultural agents. The advertising copy 
has always been accompanied by pic- 
tures of the farms and the individuals 
being featured, along with a personal- 
ized biographical sketch of the bank 
man in the particular area covered and 
an invitation to make use of his serv- 
ices. These ads have attracted wide 
readership and have led to many in- 
quiries. 


E are now following up this series 
with a somewhat different type 
of educational ads with pictures. These 





are forward-looking. Some of them, | 


for example, have recently shown 


farmers in the. barn repairing machin- | 


ery on a rainy day, getting ready for 
Spring work. Others are depicting 
planting scenes, and have discussed 
the best seed varieties, fertilizers, 
planting dates, and so on. As in the 
prior series, the illustrations feature 
well-known local farmers. 

Currently we are recommending 
that farmers cut their living costs to 
the bone, to enable them to put excess 
funds into production, after making 
provision for higher taxes. We are also 
advocating every possible saving of 
labor. Due to the scarcity of certain in- 


gredients we are advising them to | 


make advance arrangements for plenty 
of fertilizer, and have agreed to make 
funds available for this purpose. 

We do not favor having farmers 
abandon well-planned land use pro- 
grams to increase cotton acreage and 
to make other “emergency” changes 
that may be recommended from time 
to time by the government. In many 
cases, farmers can obtain the same ob- 
jective by cultivating a smaller acre- 
age more intensively. 


In summary, we have found many | 


advantages in the farm agent pro- 
gram: 

1. These specialists are particularly 
needed with the more complex credit 
applications now being received calling 
for longer term loans. It is no longer 
just a matter of financing a given 
number acres of cotton, but many of 
the loans now involve change-overs to 
a different type of farming. Credit de- 
cisions require more technical knowl- 
edge than most bankers possess. 

2. The farm men are helpful not only 
in making sound loans, but also in 
keeping them sound. 

3. They are excellent new business 
developers, as attested by the fact that 
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where fountain pens are sold. 


THE ESTERBROOK PEN COMPANY 
CAMDEN, NEW JERSEY 


MODEL 407 
DIP-LESS DESK PEN 
Extra large base holds two 
ounces of ink. Can’t leak 
—won’t flood. Visible ink 

supply. 


AMERICA’S FIRST PEN MAKER 
Copyright 1951, The Esterbrook Pen Co. 








se 












OPE EE mPa FEL FE EEE ES 


Farming, like Banking, 





is based on Sound Planning 


MMECPOUS - MOL 


Vy 


(MODERN MACHINERY 














Helps Farmers Build For The Future 
Bankers, who every year are called upon 
to advise their progressive farmer cli- 
ents, know that their own as well as the 
farmer's future lies in sound business 
planning. These bankers know that 
when a farmer makes an investment in 
quality, dependable MM MODERN 
MACHINES, VISIONLINED TRAC- 
TORS and POWER UNITS, he’s in- 
vesting in machinery that will pay big 
dividends in securing a more stable 
future for all. 


Farmers Expect, AND Get, More In MM 

Farmers know that MM Modern 
Machines, prepare the ground correctly 
...Cultivate the crops properly ... and 
harvest the crops right, on time, every 
time. Since MM farm machines are de- 
pendable, a progressive farmer can 
plan his farming soundly. He expects 
and receives more from Minneapolis- 
Moline ...a wise investment for pro- 
gressive farmers everywhere. 
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other banks in our area are now hiring 
agricultural agents or are strongly 
considering such a step. 


4. The program, besides developing 
immediate business, is extremely pro- 
ductive of good-will which will un- 
doubtedly lead to additional new busi- 
ness in the future. 


5. Progress of the bank is inextric- 
ably linked with the progress of our 
trade territory. Our outside farm men 
are making many tangible contribu- 
tions toward a sounder and more pro- 
gressive agriculture, which in turn 
means a more prosperous Northern 
Alabama. 


BANK COST MANUAL 


(CONTINUED FROM PAGE 36) 


stages is basic to the more advanced 
stages of the work, the manual states, 
it is important to lay the foundations 
for each stage in the cost work proper- 
ly so that backtracking can be avoid- 
ed. Thus, the program can proceed 
smoothly and by definite stages. The 
ultimate in a cost program need not be 
attempted at the start. 

A discussion of The Cost Profit and 
Loss Statement is contained in one of 
the early chapters. The purpose of the 
cost profit and loss statement, as dis- 
tinguished from the regular bank 
profit and loss statement, the manual 
states, is to present the income and ex- 
pense truly applicable to the cost 
period. 

A bank’s regular profit and loss 
statement may show a satisfactory 


| picture for the bank as a whole, it is 


pointed out, but to place complete re- 
liance on it as a barometer of the fig- 
ures for the various functions within 
the bank would not be satisfactory. 


The chapter on The Computation of 


| Unit or Item Cost will be of special 


interest to many banks. The chief pur- 
pose of unit costs, this chapter says, 
is to provide information on the costs 
of particular customer services so that 
such services may be properly evalu- 
ated, so that efficiency trends within 
the bank may be known and so that 
some common denominator will be 
available to compare results of differ- 
ent cost periods in the same bank or 
of different banks in the same period. 
It is one of the few cost levels at which 
comparisons logically may be made. 
Item costs, the chapter adds, are the 
basis for proper service charge sched- 
ules even though the actual charges 
may be modified for other reasons. 
Scores of charts and worksheets ac- 
company the text matter throughout 
Part IV of the manual. Those in the 


| chapter on item costs, by way of ex- 


ample, cover phases of departments 


Burreughs Clearing House 











such 
curre 
savin 
and s 
Th 
ter oO 
of sp 
chapt 
teen, 
ing 
and ] 
In 
publi 
was 
binde 
bling 
type 
stant 
by el 
vide 
and 
publi 
socia 
the } 
servi 
bank 
cont 
the s 


/ new 


lishe 

Cc 
mail 
out ¢ 
AD 
estal 
price 
socis 
the I 
gene 
may 
socis 


| troll 
| Stre 


mor 
wise 
unt) 


| load 
| the 


load 
tear 
ban 

A 
ban 
port 
hig) 
velo 
disc 
Wil 
atte 
ac 
tha 
Vice 
on : 

Ss 


the 


Apr 





ng 


ced 
es, 
ons 
er- 
id- 
2ed 
“he 


ind 


the 
lis- 
unk 
ual 


ost 


OSs 
ory 
- is 
re- 
fig:- 
hin 


. of 
cial 
ur- 
Lys, 
sts 
hat 
ilu- 
hin 
hat 


fer- 

or 
iod. 
‘ich 
ide. 
the 
ed- 
ges 


out 
the 
ex- 
nts 


use 





ee ee 


chk abides. “0 





such as: proof, individual books, 
currency and vault, commercial tellers, 
savings, safe deposit, trust, loaning 
and so on. 

The manual concludes with a chap- 
ter on Branch Costs that will also be 
of special interest to many banks. This 
chapter alone contains a total of six- 
teen, step-by-step, worksheets cover- 
ing the procedures for determining 
and presenting branch cost figures. 

In preparing the new manual for 
publication and the use of banks, it 
was felt that a flexible composition 
binder, with pages punched for assem- 
bling, would prove most suitable. This 
type ot book, it was felt, containing 
standard pages of eight and one-half 
by eleven inch dimensions, would pro- 
vide for reviews, revisions, corrections 
and additions without complete re- 
publication. It will also permit as- 
sociation member banks to transfer 
the pages to their regular N.A.B.A.C. 
service ring binders and give other 
banks the option of transferring the 
contents to regular bank binders. At 
the same time, it should be stated, the 


' new book will be complete in its pub- 


lished form. 

Copies of the new manual will be 
mailed to association members with- 
out charge as soon as it is off the press. 
A nominal charge of $10 has been 
established for non-members, a low 
price that reflects the desire of the as- 
sociation to do its part in extending 





the benefits of cost accounting to banks | 
generally. Orders from non-members , 
may be addressed to The National As- | 


sociation of Bank Auditors and Comp- 


trollers, Room 762, 38 South Dearborn | 


Street, Chicago 3, Illinois. 


BANK-BY-MAIL 


(CONTINUED FROM PAGE 31) 


morning volume of work which other- 
wise might not come into the bank 
until later in the day when the work- 
load is usually at a high peak. Thus, 
the system tends to level out the work- 
load in addition to saving wear-and- 
tear on tellers, customers, and the 
banking plant. 

At the National Bank of Detroit, 
banking-by-mail is considered an im- 
portant and essential service and a 
highly efficient routine has been de- 
veloped for handling mail deposits. In 
discussing this, however, Alfred T. 
Wilson, vice president, also likes to call 
attention to the fact that the bank has 
a city-wide system of branches and 
that excellent facilities have been pro- 
vided for receiving customers’ deposits 
on a personal basis. 

Special envelopes are provided by 
the National Bank for both its main 


April, 1951 





It counts 


tickets, tabs, coupons, forms, 


checks, currency 


more quickly 
more accurately 


than you can! 

















PITNEY-BOWES, Inc. 
3195 Pacific St., Stamford, Conn. 


Please send illustrated Tickometer booklet to: 


Name 


Firm 





And if you feel bad about it, let us assure you 
that the Tickometer counts faster than anybody 
can—even an experienced hand counter! From 
500 to 1,000 items per minute, showing part or full 
count on visible registers. 

It’s in use in hundreds of places... saving much 
high priced clerical time, speeding up accounting. 
Counting sales slips for stores, checks and currency 
for banks, forms in offices, tickets in ball parks and 
amusement places . . . And it will also imprint, 
endorse or cancel the items counted. 

Anybody can use the Tickometer. It’s easy to 
adjust to any job. And as it is rented, never sold— 
no investment is required either. Pitney-Bowes 
built, it is serviced from 93 PB offices. Call the 
nearest office for a demonstration ... or send the 
coupon for free booklet! 
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Counting, Imprinting Machine 


Made by the originators of the postage meter 
..- Offices in 93 cities in U.S. and Canada, 
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and uptown offices. At the main office 
an average of 1200 mail deposits is 
received daily. These are both opened 
and processed by the mail department. 
After the envelopes have been slit, the 
deposits are double-checked for accur- 
acy before being sent to the proof de- 
partment. Deposit slips for branches 
other than the uptown office, which 
receives its deposits direct, are dis- 
patched promptly. 

Bank-by-mail envelopes are also 
processed through a special mail de- 
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oldest and most respected name in fine 
paper. Made in white and seven colors 
Write for sample book 


BYRON WESTON CO. DALTON, MASS. 








partment which handles mail credits 
other than banks’ and bankers’ cash 
letters, at The Hibernia National 
Bank in New Orleans. “Since we re- 
quest that currency, negotiable cou- 
pons, and securities, be excluded from 
this type of business,” said George J. 
Ruhlman, assistant vice-president of 
the bank, “it is only on rare occasions 
that we find any divergence, therefore 
we do not find it necessary to have the 
envelopes opened under dual custody.” 

Four and one-half clerks handled an 
average of 974 deposits a day during 


7 1950 at the main office of The First 


National Bank of Atlanta, Georgia, 
according to Fay E. Mewborn, Cash- 
ier. Included in the mail deposits at 
this bank are many large customer 
“concentration accounts” which re- 
quire processing on special deposit 
tickets with advices to customers. This 
operation consumes a great deal of 
time, and, in this office, each clerk han- 
dles on the average of 28 mail deposits 
per hour. 

“The amount of deposits handled 
depends largely on the day of the 
month or week,’ according to the re- 
port of A. R. Blacklock, vice-president 
of the Commonwealth Bank, Detroit. 
“The morning following a pay-day, the 
mail deposit department will handle 
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services of the bank. 


income. 








———& One of the surest ways to increase a bank’s income is by 
obtaining additional customers — the kind who will use several 


> We can help you to add thousands of Special Checking 
Accounts or Savings Accounts through our proven “merchandis- 
ing” methods. Almost all banks today are engaged in retail banking 
and, as in most retail businesses, volume is essential to increase 


> We've been specialists in “merchandising” services of banks, 
all over the country, for 34 years. May we help YOU to acquire 
new customers—profitably? Simply tell us (a) the kind and quan- 
tity of accounts you want, (b) current rates and service charges 
and (c) your competitive conditions. Without obligation, we'll 
submit a development program for your consideration, 


BANKERS DEVELOPMENT CORPORATION 


(Sponsors of ThriftiCheck, Thriftsurance, and New Business 
Development Campaigns) 


100 Park Avenue, New York 17, N. Y. 
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approximately 1,200 to 1,500 mail en- 
velopes, while the regular commercial 
department averages 75 to 100. Dur- 
ing the average work day, our mail 
deposits run 400 to 500. In the morn- 
ing, from 8:30 to 10:00, our tellers 
open the mail, initial the receipts and 
turn the enclosures with the deposit 
slips over to the distribution depart- 
ment for balancing.” 


NLY 20 man hours per day are 

needed to handle the 900 average 
daily mail deposits at The National 
City Bank of Cleveland. This means 
that the time consumed per unit has 
been trimmed down to about one and 
one-third minutes. 

A well-designed bank-by-mail enve- 
lope and deposit slip can save many 
man hours per day, and much experi- 
mentation by individual financial in- 
stitutions has gone into planning these 
forms. When bank-by-mail service was 
first introduced in the commercial 
banking department of The American 
National Bank of Saint Paul in 1942, 
envelopes of two different sizes but of 
the same color were used, reported 
Theodore W. Simon, assistant vice- 
president. To distinguish between 
regular and pay-as-you-go accounts, 
the envelope of the latter was stamped 
“Economy Way.’ Now, however, the 
bank has found that two different en- 
velopes of different colors save time 
for the mail deposit teller. 

Improvements have been introduced 
from time to time in the bank-by-mail 
deposit forms of The State Bank and 


Trust Company, Evanston, Illinois. 
Originally a combination envelope, 


deposit ticket and advice form was 
used. When the bank installed commer- 
cial tellers’ machines, a change in the 
form was necessitated. Now the State 
Bank utilizes an easily-identified col- 
ored envelope together with a simple 
deposit slip that may be easily re- 
ceipted by a tellers’ machine. When 
the mail is sorted each morning, the 
colored bank-by-mail envelopes are at 
once put aside to be opened and 
checked by the mail teller. During the 
day officers of the bank go over the 


mail deposits and forms to verify the | 


totals before the checks are sent to 
the proof department. A fresh set of 
the mail deposit material is sent to the 
customer with the advice. 


An envelope large enough to accom- 
modate a government check, yet short 
enough to be enclosed in another enve- 
lope without folding, was designed for 
the depositors of the Liberty Federal 
Savings and Loan Association of Phil- 
adelphia. The envelopes are printed in 
green ink as a key for easy identifi- 
cation. Liberty Federal explored the 
idea of attaching the payment slip to 
the envelope and found it impractical 
for their purposes. It proved simpler 
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to include a payment slip (or deposit 
slip as used by banks) right in the 
envelope, thus eliminating the need 
for reading directions and tearing 
along perforations, and making for 
easier processing. 

Many banks, however, have found 
the combination envelope, deposit slip, 
and advice form to be both practical 
and economical. This method, whereby 
the depositor merely detaches the de- 
posit slip and advice or withdrawal 
form from the envelope, fills in the 
necessary information, and inserts the 
forms in the envelope, has the advan- 
tage of keeping the materials essential 
to the mail deposit together in a single 
sheet to be used as needed. 

One specialized aspect of mail de- 
posits, that of savings-by-mail, neces- 
sitates the inclusion of the account 
passbook in the mail envelope. The 
deposit is entered in the passbook 
which is returned to the customer 
along with the advice. Ordinarily, 
checking account mail deposits are 
receipted by the customary 


the monthly statement. 

Wide differences of opinion and 
practice exist among bankers regard- 
ing the payment of postage on the 
bank-by-mail envelope. Many banks 
expressed the belief that the customer 


who wishes to make deposits by mail 
will not quibble over the price of post- 
age. The saving to the customer in 
time and energy makes banking-by- 
mail a desirable facility regardless of 
whether he must pay the postage one 
way. On the other hand, several banks 
report sizable increases in the use of 
bank-by-mail facilities following the 
introduction of postage-paid mail de- 
posit envelopes. This growth may be 
largely due to the fact that a bank is 
likely to publicize extensively the news 
that it is paying postage both way on 
mail transactions. Regardless, the mail 
deposit is apparently an economy in 
most cases despite the additional cost 
of first-class postage. One bank paying 
postage both ways, The Commercial 
and Savings Bank of Santa Monica, 
California, which aggressively pro- 
motes the use of its mail services, is 
now using pay-on-delivery envelopes 
for incoming deposits. While the cost 
of these envelopes is 4 cents, instead of 
3 cents as in the metered mail, the 
bank believes it saves on envelopes 
which are never used or recovered. 


OST per unit figures for bank-by- 
mail operations proved to be 
scarce. On commercial deposits thus 
handled, a processing cost of 9.73 cents 
per unit was reported by the State 


Bank and Trust Company of Evans- 
ton, Illinois. While a break-down on 
the cost of lobby deposits is not avail- 
able, this bank believes that the bank- 
by-mail deposit cost is slightly higher 
than the lobby deposit cost. “When we 
consider the way in which time is 
utilized to the fullest advantage, and 
that it helps answer complaints from 
customers about waiting in line,” said 
Ruth H. Gates, advertising manager, 
“we are well satisfied with our bank- 
by-mail service.” 

Perhaps a closer approximation to 
the national average cost for mail de- 
posits would be the cost figures of the 
Manufacturers National Bank of 
Detroit. Mail commercial account de- 
posits at Manufacturers National are 
processed at a cost of approximately 
12.3 cents per unit, according to John 
R. Lewis, assistant cashier. This figure 
compares to a cost of 16.9 cents for a 
regular deposit. The cost break-down 
for the bank reveals that the difference 
between the mail and regular deposits 
lies chiefly in the time of the teller: 
since bank-by-mail deposits can be 
processed at a much faster rate, they 
are considerably less expensive. These 
figures include the cost of the postage- 
paid mail deposit envelope used by 
Manufacturers National. Since 1946, 
when the bank began _ enclosing 





Satisfied bankers everywhere say... 


“LOBBY CONGESTION IS JUST A MEMORY NOW” 
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@ Improve your service 

@ Stop lobby congestion 
@ Cut your labor costs 

@ Reduce teller errors 

@ Build customer goodwill 
@ Attract new customers 
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They are bankers who have installed the Fas-Cash System 
—the new modern way to cash checks two to three times faster. 


Even on busiest paydays, the Fas-Cash System can keep 
your customer lines short. A teller who can cash 100 checks 
an hour the old-fashioned way will be able to cash as many 
as 400 checks an hour the Fas-Cash way. 


As you well know, few things irritate customers more than 
waiting in line. Few things can cost you more goodwill. So, 
why not do as other leading banks are doing? Install the low- 
cost Fas-Cash System—now! 


For free information, send coupon below. 






FAS-CASH SYSTEM, INC. 
1156 National Bank Blidg., Detroit 26, Michigan 


Please rush details and free folder 
on your Fas-Cash System. 
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postage-paid envelopes with their 
monthly statement, mail deposit vol- 
ume has more than doubled, reaching 
the impressive total of 143,000 units 
in 1950. 

Based on a 1949 time-cost study by 
the Society for Savings in Cleveland, 
it is considerably more expensive to 
handle savings transactions by mail 
than it is to process commercial depos- 
its. The study at that time, according 
to Vice-President D. James Pritchard, 
indicated a cost of approximately 51 
cents each for bank-by-mail savings 
deposits and 76 cents for withdrawals. 
In comparison, the cost analysis dis- 
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closed 36 cents to be the average cost 
of over-the-counter savings deposits. 
Since then, however, operating im- 
provements such as the substitution of 
adding machine tapes for a hand- 
written register have greatly reduced 
the per unit expense of mail deposits. 
A new analysis not yet completed in- 
dicates that mail deposits are now 
being handled for around 31 cents 
each, or perhaps slightly under the 
current figure for lobby deposits. 
Operating officials point out that, 
while the Society’s cost figures may 
seem high in comparison with some 
others, it may stem from the fact that 
the activity was loaded with its pro 
rata share of every possible indirect 
expense as well as the direct costs. 
Thus banking-by-mail was allocated a 
share of executive salaries, trustees 


| fees, dining room costs, pension ex- 


pense, occupancy costs, and a great 
many other charges. Steady promotion 
of banking-by-mail by Society for Sav- 
ings has built up the service to the 
point where 19.3 per cent of all de- 
posit transactions in 1950 were han- 
dled through the mails. During the 
same year, however, only 3.2 per cent 
of all savings withdrawals were con- 
summated by way of mail transac- 
tions. 

The opinion seems to predominate 


among bankers that in the long run 
mail deposits are less costly to handie, 
For example, lacking specific cost 
figures, Joseph McLaughlin, Jr., direc- 
tor of public relations, Commercial 
National Bank, Charlotte, North Caro- 
lina, based his belief that mail depos- 
its are less expensive on the fact that 
“they can be processed more quickly, 
at odd times, and by lower salaried 
personnel.” This belief was supported 
by The First National Bank of Atlanta 
which reported that the average sal- 
ary of the employees in the mail tellers 
division of the bank runs $2,100 per 
year, whereas the average teller’s sal- 
ary is approximately $2,600 per year. 


ITH few exceptions, financial in- 

stitutions, especially those with- 
out branches or with limited business 
space, stated in the survey that bank- 
by-mail service: 1. Facilitates the 
banking operation by helping to curb 
lobby congestion; 2. Increases the 
scope of the banking function to serve 
out-of-the-way depositors who might 
not otherwise maintain bank accounts; 
3. Is an expected and necessary ad- 
junct to the public service facilities 
offered by a financial institution; 4. 
Provides a morning volume of work 
that levels off peak periods later in the 
day. 


BOOMER BANKING 


(CONTINUED FROM PAGE 33) 


|-who contracted a severe stomach ail- 





ment that summer, either because the 
drinking water from the temporary 
wells was loaded with gypsum—which 
is pretty potent when taken internally 

or because Hobart hadn’t yet made 
any sanitary provisions. Anyway, 


| along in midsummer when the mort- 


| gaged pigs were half grown the young 


fellow got so sick he couldn’t take care 


| of them. Frank heard about the plight 


of the pigs and thought he should claim 
them before they all died. 

“But when he got to the pig pen he 
found a disturbing situation. Most of 
the pigs which he considered his had 
been given a coat of bright green 


| paint. It turned out that the young 


pork baron had mortgaged a part of 
the herd to a man who could furnish 
feed for them. The feed man too had 
been concerned for the pigs and had 
been advised to paint the pigs he 
claimed in order to make definite iden- 
tification in case of other liens—one 
pig being quite like another in its 
natural state. 

“Frank was understandably un- 
happy about it and took the case to 
court. But the feed man won all the 


pigs he had painted. 

“Reason JI know the case so well,” 
added Mr. Morse, “I was the feed 
man’s legal advisor.” 

Finally, Hobart National was able 
to move into its first frame quarters, 
a 12 x 14-foot fabrication which 
Chandler constructed. He remembers 
his elation about the move, not so much 
because of his new bank building but 
because he at last had room in his tent 
to replace the bedroll with a mattress 
and sheets. 

Hobart National Bank continued to 
prosper. It became recognized as one 
of the main forces behind Hobart’s 
growth to its modern status. In a rela- 
tively short time the frame building 
was replaced with one of brick, the 
first in Hobart. Mr. Chandler remained 
at the helm of the bank until 1916. 

Now, at 79, he is senior vice-presi- 
dent and managing head of the Okla- 
homa National Bank at Chickasha, 
Oklahoma. Sometimes he is asked how 
he compares managing a bank today 
with his first days in the Oklahoma 
Territory. Only another banker would 
credit his reply with frankness when 
he says, “It’s tougher now, much 
tougher.” 
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